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LIFE AGENCY OFFICERS MEET IN CHICAGO 


Research Bureau Plans to Send Dr. S. 8S. Huebner Out as Lecturer 
on Life Insurance 


3y Tuomas J. V. CULLEN 


EN gic \GO, ILL., Nov. 17.—The ninth annual 
meeting of the Association of Life Agency 
Officers and the fourth annual meeting of 
the Life Insurance Sales Rencasen Bureau 
opened Tuesday, November 18, at the Edge- 
water Beach Hotel here at ten 5 o'chocks with 
Oliver Thurman, superintendent of agencies 
of the Mutual Benefit Life and chairman of the agency officers 
presiding. Loriman P. Brigham, of the National Life, in his 
report, noted the inclusion of three news members of the Asso- 
ciation during the year: The Atlas Life of Tulsa, Okla., Minor 
Morton, agency director; the Springfield Life, Springfield, IIl., 
A. H. Hereford, president, and the Manhattan Life, New York, 
J. Elton Bragg, vice-president. 

A nominating committee, composed of Messrs. Morss, of the 
Provident; Collins, of the New World, and Moore, of the 
Southern States, was chosen to fill the vacancies on the execu- 
tive committee caused by the expiration of the terms of Oliver 
Thurman, T. C. Danny, and J. G. Stephenson. Those selected 
and who were unanimously endorsed by the convention, were E. 
J. Harvey, supervisor of agents, North American Life, Canada ; 
J. A. McVoy, president, Central States, Missouri, and Robert 
K. Eaton, vice-president, John Hancock Mutual. 

The program of the meeting was opened by an old favorite 
of the Association in the person of George H. Harris, super- 
visor of field service, Sun Life, of Canada, under the topic of 
“Agency Development to 1925.” Mr. Harris submitted a most 
interesting and exhaustive presentation of the history of life 
insurance, particularly stressing the transition in the viewpoint 


a 





of the life insurance companies prior to 1900 and subsequent 
thereto. He outlined the contents of the early contracts of 
life insurance, wherein he noted that the provisions contained 
in them were all selfish and in the interests of the companies 
as compared to the public; whereas the modern policy of insur- 
ance is filled with benefits and provisions allowing and giving 
to the policyholders every possible consideration that actuarial 
studies agree are permissible and within the limitations of the 
premium. The bars were now let down more often, further- 
more, in the matter of acceptances. 

Statistics, he said, showed that 30 per cent of the business 
today would have been rejected 25 years ago and that 30 per 
cent of the business of today is greater than all of the business 
on the books 25 years ago. He advanced as one of the great 
reasons for the increases in life insurance the migration to 
cities, indicative of a social change making it necessary for 
family head to assume a far greater sense of responsibility. 

J. H. Jeffries, assistant to the vice-president of the Penn 
Mutual, was the second speaker on this subject. He outlined 
an inventory of life insurance companies, showing the estab- 
lishment of contracts, the procurement of new business, the re- 
tention of old business, and the safe keeping of the companies’ 
funds. 

He spoke of the failing of life insurance prior to 1905 as 
being but the reflection of general business practices of the 
period. The investigation and resultant legislation wrought 
reforms which merely hastened the inevitable readjustment in 
company practices which are constantly being inspired by the 

(Continued on page 9) 
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John F. Dryden and Fifty Years of the Prudential 


By Freperick L. Horrman, LL.D. 
Consulting Statistician, The Prudential Insurance Company of America 


N November 10, 1875, the Prudential Insurance Go: 
which was then the Prudential Friendly Society, issued 
its first policy on the life of W. R. Drake signed by 

John F. Dryden, Secretary. In May, 1881, on the death of 
Noah F. Blanchard Mr. Dryden was elected president. His 
extremely useful career came to an end in November, 1911, 
when he died at the age of 72 years. No man in American life 
insurance has left behind him a greater monument to his sound 
conceptions of insurance principles, to his undeviating adherence 
to sound office practices, and to his far-sighted vision of insur- 
ance as a universal provident institution. 

Only those who are reasonably familiar with the social and 
economic condition of the country in 1875 can appreciate the 
colossal magnitude of the task which confronted John F. 
Dryden in establishing industrial insurance upon a lasting 
foundation. But fortunately Mr. Dryden had an extraordinary 
grasp of fundamental economics. He clearly realized the ne- 
cessity of industrial insurance as a part of the wage earners’ 
budget for all time to come. He did not indulge in speculative 
theories of social reform but adopted the tried methods of the 
London Prudential. From the very outset he employed the 
best available actuarial advice with but a single thought in mind, 
that the Prudential should in course of time develop into one 
of the leading life insurance companies of the world. 

It was my privilege to know John F. Dryden during the 
most trying experiences in our insurance history. He hon- 
ored me by his confidence in many important matters but par- 
ticularly in connection with the preparation of arguments op- 
posed to the many ill-advised attempts of the ’90’s aiming prac- 
tically at the destruction of the industrial business. With all 
the faith that was in him Mr. Dryden believed in the righteous- 
ness of his cause and he lived happily long enough to see the 
opposition vanish into nothingness, while the Prudential added 
to its strength and magnitude from year to year, until in very 
truth it had become the foremost insurance company in the 
world. Mr. Dryden entered the U. S. Senate in 1902 and never 
perhaps did a man have a more noble ambition to serve his 
nation and his state than Senator Dryden’s when he prepared 
for reelection, in which unfortunately his ambitions were frus- 
trated by a group of mediocre but powerful politicians of the 
period. Mr. Dryden’s mind and methods were so infinitely 
above that of the average office-seeking polician that it was 
not such a difficult matter to defeat him. A languid public in- 
terest, prejudices against corporations and corporate affiliations 
did much harm to him. Yet Mr. Dryden had done more for the 
state of New Jersey than any other man living, for he had 
brought to it its foremost financial institution serving the needs 
of an ever increasing number of policyholders throughout the 
nation. Mr. Dryden deserved to have been unanimously reelected 
to the Senate. His address on the Panama Canal for all time 
left us an imperishable contribution to the political history of 
the country. But for Senator Dryden’s clear and comprehensive 
presentation of the real issues involved in the Panama Canal 
controversy the country might have been committeed to the 


fatuous proposals for a sea level canal. He was practically a 
sick man when he was engaged in mastering an extremely diff. 
cult problem. He was far from well when he made his address 
in the Senate. As I recall him vividly in his home in Washing. 
ton he profoundly realized a great public duty and he performed 
it in a masterly manner. 

John F. Dryden had the highest sense of loyalty towards 
those who had been instrumental in assisting him in developing 
the Prudential. Time and again he gave expression to me of 
his deep affection for the older men in the service, one and all 
of whom looked up to him as a leader and a friend. His most 
pronounced trait was an uncompromising sense of justice, His 
pride was in the Prudential doing everything as well as it could 
be done and never condoning a wrong. If he was attached to 
the field force he was likewise attached to the policyholders and, 
in season and out, he worked at the perfection of plans and 
methods under which an ever larger share of benefits could 
accrue to the insured. He was the first to conceive of the pos- 
sibility of mutualizing a stock company. He was unalterably 
opposed to the further increasing of the capital stock through 
stock dividends, believing, however, firmly in proprietary rights 
which then had the sanction of the time. But his first and last 
thought was the interest of policyholders and it was that thought 
that governed in the mutualization of the company later fol- 
lowed by a number of other insurance institutions. 

It was an inspiration to work with John IF. Dryden, He 
encouraged every progressive thought and took the largest view 
of the relations of life insurance to the public. He was in- 
tensely proud of the Prudential and that pride was justified by 
the results. I question if anything gave him more satisfaction 
than the company’s motto that “The Prudential has the Strength 
of Gibraltar.” 

It has been my privilege to know some of the greatest minds 
of my generation. But no man with whom I ever came close 
in contact left upon me the indelible imprint of a master mind 
in morals, economics and true Americanism equal to that of 
John F. Dryden. During his long life he found time now and 
then to essay upon great public questions. He was a real scholar 
thoroughly imbued with the principles of our earlier states- 
manship, particularly the philosophy of Alexander Hamilton 
and that of Abraham Lincoln. When he entered upon the 
struggle for federal regulation of insurance he made himself 
familiar with much of our constitutional history to be sure of 
a background opposed to the unfortunate decision of the U. S. 
Supreme Court that insurance is not commerce. He was 4 
strong opponent of public extravagance and of ruthless methods 
of taxation. He believed in government regulation but was 
strongly opposed to government ownership. He was always 
preeminently sound on question of national finance and bitterly 
opposed to the vagaries of the late William Jennings Bryan. But 
first and last he was an insurance man who stood for the 
greatest development of life insurance consistent with the 
interests of the people. His last address was on the subject of 

(Continued on page 9) 
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TWO DECADES OF LIFE INSURANCE 
HE Compendium of Official Life 
Insurance Reports, compiled by the 

Research Bureau of Insurance of The 

Spectator Company, furnishes data for 

the table entitled Two Decades of Life 

Insurance which appears on this page. 

It is interesting to observe that in an 
appearance of this table fifteen years ago, 
THE SPECTATOR referred to the fact that 
“the totals for ten years run up into tre- 
mendous figures” and that at the end of 
1924 these ten-year totals are, on an aver- 
age, from two to four times greater than 
they were at the end of rgIo. 

In a comparison of the aggregates for 
the year 1914 and the year 1924, we find 
that there are forty-seven more companies 
in business, a gain of about 20 per cent. 
The insurance in force, however, has in- 
creased over 200 per cent, which gives 
a fair idea of the intense activity and 
growth of life insurance in the United 
States in the past ten years. The total 
income received by life insurance compan- 
ies has increased in annual volume since 
1914 by about $1,700,000,000. 

The disbursements have risen from 
approximately $705,000,000 to $1,813.- 
000,000, or about $1,108,000,000, which 
isa growth proportionate with the growth 
of income. 

While in the last twenty the 
country has grown in wealth and popula- 


years 


tion, a glance at the insurance in force 
at the end of 1904 and at the amount in 
force at the end of 1924 will show clearly 
that life insurance has advanced as v igor- 
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Editorial 








ously and consistently as any other in- 
dividual enterprise. It is evident that life 
insurance has implanted itself firmly 
the financial structure of the country and 
has become one of the most prominent 
factors in the development of our national 
progress. 

An institution 
ment disposition of almost 


controlling the invest- 
$1 1,000,000,- 
000, is one which exerts a pronounced 
effect on every individual and group, one 
which casts a influence over 
every home 


It would be good civic policy 


vigorous 
and industrial activity of the 
nation. 
therefore not only to counsel but also to 
exact moderation in the treatment of life 
insurance as an outstanding factor in the 
economic world. Unnecessary and fetter- 
ing legislation reacts ultimately against the 
material prosperity of the worker or busi- 
ness man and burdensome taxation, while 
it is the precursor of a temporary and un- 
usual income, nevertheless is of decided 
disadvantage in the long run. 





HILE it is the general practice in 
the various States to tax the pro- 
ceeds of life insurance policies payable to 
a decedent’s estate, there are, we believe, 
but five States in which life insurance left 


In 


to personal beneficiaries is taxed. 
Arkansas, such proceeds are taxed if pay- 
able to collateral heirs ; in Mississippi, all 
in excess of $20,000, all told, is taxable ; 
in Montana, all in excess of $50,000, all 
told; in Tennessee, sums payable to col- 
laterals are taxed, and in Wisconsin, all 
proceeds payable to personal beneficiaries 
are taxed. There is no reason why 
beneficiaries under life policies in the five 
States named should not receive as favor- 
able treatment as those in other States, 
and there is an opportunity for life under- 
and policyholders to exert their 
influence to secure alteration of the laws 
so that personal beneficiaries may derive 
more benefit from insurance left to them 
than is now the case. The value of this is 
readily apparent. 


writers 





TWO DECADES OF LIFE INSURANCE 


Totals for 
10 Years 


Increase in 
10 Years 


























1924 1914 1915-1924 1915-1924 1904 
Number of companies. .....66s00¢0c008% 297 25) ae reer e 93 
CMAN SEOMIY, oa oe mks ass d os ae bens 95,381,749 53,985,848 GL 2GGGOR ketcdins 16,919,930 
Income 
INGW: PION sa 2) ciao clavenscenerevcies 313,033,507 89,105,011 223,928,496 2,035,361,896 84,628,120 
Renewal PremiitMms —.. «ook cece ccwedewss 1,783,538,714 649,646,469 1,133,892,245 11,199,365,623 392,520,531 
Received 16F anttities:. . ..cccsccccecoces 25,811,212 7,043,502 18,767,710 159,126,377 11,104,523 
Total premium income............ 2,122,383,433 745,794,982 1,376,588,451 13,393,853,896 488,253,174 
Dividends, iterest, €tG.... ccc cc ceeee 476,539,949 213,382,957 263,156,992 3,511,298,157 92,606,846 
Recerved (08 £6068... .-. kocsis cs teenwser 21,434,264 10,635,837 10,798,427 161,008,830 10,388,886 
FRU GOINGS COCONIE sg oc sass 8 oe nde dcr Siaasces 82,412,377 15,223,586 67,188,791 437,843,595 7,832,976 
Total interest and other income... . 580,386,590 239,242,380 341,144,210 4,110,150,582 110,828,708 
"ROCHE TROON SS 6 ada ec cae oiseee nets 2,702,770,023 985,037,362 1,717,732,66117,504,004,478 599,081,882 
Expenditures _ 
Paidl 106: Gea 1ORNOR Soe 66.5. os 61 cicero cients 449,728,607 222,059,145 227,669,462 3,414,034,215 144,511,539 
Paid for matured endowments........... 138,625,738 60,739,101 77,886,637 1,028,235,729 25,313,205 
Annuities paid and disability............ 30,037,309 8,136,473 22,681,492 160,691,084 6,249,611 
Paid for surrendered lapsed and purchased 
WONCI ao oa ere ec tieean eae as 235,697,774 110,608,759 125,089,015 1,518,533,845 37,399,456 
Dividends to policyholders.............. 351,182,517 107,911,664 242,490,197 1,939,106,007 33,579,020 
Total payments to policyholders... aes ets 945 509,455,142 695,816,803 9,060,600,880 247,052,831 
Dividends to stockholders. .............. 1,748,225 3,289,544 8,458,681 67,497,205 916,824 
Commissions, salaries and traveling ex- 
petises OF agents... << ccaceee cewe<- , 352,828,897 109,363,368 243,465,529 2,238,330,009 91,329,569 
Medical fees, salaries and other charges of 
OUI, oii dn cece eexeadecnesnnsues 94,272,227 32,855,941 61,416,286 594,896;417 19,511,864 
All ether expendtarves . ..6.. 6 6-cecccveecans 149,263,941 49,729,418 99,534,523 1,037,317,843 33,017,503 
Total expenses, C€O. oc ccc bss 608,113,290 195,238,271 412,875,019 3,938,041,474 144,775,760 
Total expenditures...... secon 1,813,385,235 704,693,413 1,108,691,822 12,998,642,354 391,828,591 
Excess of income over expenditures. Weaaoe 889,384,788 280,343,949 609,040,839 4,505,362,124 207,253,291 
ssets 
Real estate GUNMEN aio a oe ecu ce ke enes 238,652,554 171, 17 3,551 CEAIGOOS hikv tetas 180,875,035 
Bond and mortgage loans.............6. 4,174,768,771 1,76 6,: 5 5 2,468,403,366 i ........ 671,577,813 
DGB COWHER &...<.ccccclcndeeepatondasios 4,049,231,785 1 981, 2,067,480. ,087 oA nae, 1,067 ,027,851 
SMUGES OUNNMNE. occ oo os Khoa a owrmee ee mee 48,644,006 82, an "908.5 Sere: 172,582,975 
Collateral loans. Se er eee 18,093 039 20,¢ — 2258, Ce! OR 42,715,261 
Premium notes and loans. orm aaral sc ahead tnt Hae 1,323,304,728 7 = 348, 014 GETGGG7I4 sik cece 189,738,779 
Cash in office and banks. . Peo eres 126,854,800 95, 160, 368 31,694.432 —s__.. cc ccee 104,027,124 
Net deferred and unpaid premiums. = Pa ae 221,049,074 68,832,680 152,216,304  ...ccccs 45,879,455 
GUE ORRGE SSOOUE cscs ce cinccides nocreseers 193,435,623 73,716,779 paar th: ra 24,636,705 
Total admitted assets............. 10,394,034,380 4,935,252,793 5,458,781,587 ........ 2,499,060,998 
Fteins: NOt Getled |. 6. occ ee cre esis sasiciee 113,705,137 30,869,062 SSASUGGTS ik cccevcs 19,130,814 
tabilities 
EE Ee eI ee re 8,938,652,988 4,166,467,963 4,772,185,025 ........ 2,101,052,593 
Losses and claims not pt Je ate dare Semen r 52,408,651 25,735,574 pi 7 7 (re 13,183,767 
Cate ates: SORE fo cio cscs otis lane deere 4,970,926 3,006,508 re 879,788 
NI ooo 3S ia'g ss Send wdaineee Girone es 405,238,849 124,198,077 p21 UY yy re 4,231,189 
Fl GURET BODIES. «onde cece cctusaseces 397,578,728 45,155,383 352,423,345 ........ 49,121,204 
Wetal Teahies sc. 5k dca Se eedeewe 798,850,142 4,364,563,505 5,434,286,637 ........ 2,168,468,541 
Surplus to policyholders..............+-+- ars 18 4,9: 38 570,689,288 24,494,950 =. cvcee 330,592,457 
‘olicy Account 
New business actually written and paid for} 10,151,898,447 2,456,548.936 7,695,349,51 163,062,161,990 1,796,332,988 
Whole life policies in forcet.............. 34,935,963,984 11,718, 137,87223 217,826,112  ........ 6,767,197,991 
Endowment policies in forcet............ 8,706,804,167 3,543,778,343 5,163,025,824 ........ 2,726,479,127 
All other policies in forcef............... 8,793,232,316 2,163,548,922 6,629,683,394 918,401,220 
Total insurance in forcef.......... 52,436,000 467 17,425,465, 13735,010,535,3230  ....... 10,412,078,338 
Industrial Insurance written............. 3,042,838,573 858,149,441 2,194,689,132 16,961,904,504 613, 404, 546 
Industrial insurance in force............. 11,343,740,085 4,163,671,236 7,180,068,849  ........ 2,135,859, 103 


b Includes dividends unpaid, left to accumulate and apportioned. 
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} Excluding industrial. 
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Today ts. Tomorrow? 


Today is ours, ours for greater development or to step 
backward. Thought is supreme, and if we maintain a right 
mental attitude, a sentiment of optimism and cheerfulness, we 
will carry our head high and land a solar plexus on the sub-° 
conscious suggestion that we do not know enough, or we need 


influence to rise higher. 
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To stop improving ts to retrace our steps. Caesar Augustus 
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said, ‘‘Rome is great enough,’ and Rome declined. To be Up 

2 | successful is to be never satisfied. = 
jo] . 
iP | Progress is in the man, not in the job. His progress is — 
= | a personal quality. If, however, you have a poor perspective 3 
iP of progress it is because your estimation of yourself is in the S 
Ss same proportion. To do a big day’s work you must have big bs 

| & . & 
iP thoughts, and be able to systemize your plans and overcome your ~ 
| 4 | obstacles. = 
| > 


Today is ours. Today 1s the only time. Tomorrow is 
| ever chasing on the heels of the man who just didn’t seem able 


to get through today. 
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Let’s make the most of today. 





The Prudential Insurance Company of America 
EDWARD D. DuFFIELD, President 
Home Offfice, Newarh, New Jersey 
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POSTPONE ACTION 





Inter-Southern Stockholders to Meet 
Again November 30 





STATEMENT BY COMMISSIONER 
SAUFLEY 





President James S. Duffin Defends Actions 
—Financial Committee in Charge 


LovisvittE, Ky., November 13.—Ninety 
stockholders of the Inter-Southern Life Insur- 
ance Company, representing 420,000 of the 575,- 
ooo shares of the company miet here this after- 
noon and adjourned until November 30. 

The meeting was called to elect directots to 
fill vacancies and to adopt additional by-laws, 
but action on both proposals was postponed un- 
til November 30, although the by-laws had been 
prepared. 

Through a resolution the stockholders ap- 
pointed W. F. Bradshaw, J. Guthrie Coke, Lee 
S, Miles, Clark Patterson and Ralph M. 
Barker, members of the stockholders’ protec- 
tive committee, to confer with the Insurance 
Commissioners of all States in which the com- 
pany does business, in regard to certain recom- 
mendations recently made to the company by 
the Commissioners of five States. The five men 
were given the privilege of selecting others to 
serve with them and were invested with author: 
ity to discover and determine the assets of the 
company, which have been brought in question. 

A statement was made to the stockholders by 
S. M. Saufley, Insurance Commissioner of Ken- 
tucky, and also one by James R. Duffin, presi- 
dent of the company. 

Mr. Saufley’s statement said the State in- 
surance department wants to see a change in 
the managerial policy of the company. He 
recalled that the recommendations of the five 
Commissioners had contained some criticisms 

Mr. Duffin’s statement was a defense of the 
action of the company in making loans. He 
also pointed out that the by-laws which the 
Commissioners had criticised had been drawn 
by able lawyers, and were the set now in use 
by the board of twenty-three directors. He 
pointed out that the loans questioned were 
such that a difference of opinion regarding their 
value might exist among candid men. 

It was announced that a finance committee, 
which will meet weekly, will handle the affairs 
of the company until the next meeting of the 
tockholders. 


To Print Life Insurance History 

Topeka, Kan., November 14.—The Topeka 
Association of Life Underwriters has ordered 
printed a history of the life insurance business 
in the past forty-five years, prepared by H. O. 
Garvey, general agent for the Massachusetts 
Mutual in Topeka. Mr. Garvey began his h's- 
tory with the developments of the business in 
1880. He has heen engaged in the life insur- 
ance business ever since that date and has been 
a State or general agent for thirty years. 





NEW UNION MUTUAL AGENCY 


Perrin-Durbrow Take On Life Company 
for New York City 


Perrin-Durbrow Life Associates, Inc., have 
been appointed managers of the New York 
city agency of the Union Mutual Life Insur- 
ance Company of Portland, Me. William 
Durbrow, the president of the new corpora- 
tion, was formerly manager of the Union 
Mutual’s general agency at 30 Church street, 
New York city. The agency will have its of- 
fices in the Perrin building, 75 Maiden lane. 

Perrin-Durbrow will do business in conrtec- 
tion with the Perrin-Bruckmann Agency, Inr., 
and with W. L. Perrin & Son. The latter is 
an old established fire insurance agency. The 
business union of these companies is such that 
they are experts in practically every line of in- 
surance and so are of great value in rendering 
service to the insurance brokers. W. L. Per- 
rin & Son have been in the fire insurance busi- 
ness since 1874, Charles Bellinger, vice-presi:. 
dent of Perrin-Durbrow, is a specialist in acci- 
dent, health and disability. 

The association of the Union Mutual Life 
Insurance Company with these three agencies 
is in accordance with the progressive policy 
adopted by this company, according to William 
R. Pinney, superintendent of agencies for the 
Union, since this connection will furnish it a 
contact with many business connections. 


Trust Company Runs Essay Contest On 
Life Insurance 


Frank W. Blair, president of the Union 
Trust Company of Detroit, Mich., has an- 
nounced “The Advantages of Life Insurance” 
as the subject for the third annual essay con- 
test of the company. The contest is open to 
anv senior in the high schools, public or paro- 
chia! of the city of Detroit, and of Wayne, 
Oakland and Macomb counties, and is given 
under the $5000 Scholarship Foundation of 
the trust company. 

The awards are a $1000 scholarship for any 
college for each of the five students whose 
essays top the others, and to the next sixteen 
in order there are silver and bronze medals 
and engraved certificates of merit. The an- 
nual scholarship dinner for school superintend- 
ents, principals, senior class presidents and 
high school paper editors will be held, the 
evening of December 5, at the Statler Hotel, 
Detroit, Mich. 


Death of George P. Dewey 


George P. Dewey, general agent of the Na- 
tional Life Insurance Company of Montpelier, 
Vt., for the State of Maine, died at his home 
about a week and a half ago. Mr. Dewey held 
the position of general agent with the Na 
tional for more than forty years. His ste- 
cessor has not yet been chosen, in the mean- 
time Col. W. O. Peterson as cashier heing in 
charge of the Maine agency. Col. Peterson is 
an experienced and able life insurance man 
who has had a long and successful career in 
the business. 


HEADS DIRECUORATE 


General John A. Koster Chairman of 
West Coast Life 








VICTOR ETIENNE, JR., PRESIDENT 





Has Been Vice-President and Active On 
Important Committees 


San Francisco, Car., November 10.—At the 
regular monthly meeting of the board of di- 
rectors of West Coast Life Insurance Com- 
pany, General John A. Koster was elected 
chairman of the board, and Victor Etienne, Jr., 
was elected president. 

General Koster, who had served the com- 
pany as president for many years, recom- 
mended the selection of a president who could 
devote the time now necessary for executive 
administration of the affairs of the rapidly 
growing company. 

Mr. Etienne, who as vice-president and mem- 
ber of the executive, finance and agency com- 
mittees, has actively participated in the affairs 
of the company was selected. 

The directors, owing to the loyal and effi- 
cient service of President Koster and his in- 
timate acquaintance with the company’s affairs, 
prevailed upon him to continue as chairman 
of the board. In this capacity he will! devote 
the time required, at the same time allowing 
for the demands of his personal affairs. 

The West Coast Life Insurance Company 
is now writing business in twelve Western 
States, the territory of Hawaii, and across the 
Pacific in the Philippine Islands and Shanghai. 

The company has developed conservatively, 
hut, notwithstanding, its growth is remarkable. 
It has assets in excess of $12,000,000 and busi- 
ness in force of approximately $87,000,000. Pre-. 
mium and other income totaling $3,500,000 an- 
nually, which must be conservatively invested, 
indicates the requirements of one department 
alone, while the continuous development of pro- 
duction by the agency department, consistent 
with the growth of the company, demands 
greater and greater attention. 





Stock with Policy Plan Status Undecided 

Topeka, Kan., November 10.—The Kansas 
supreme court has refused to decide whether 
or not the Kansas Insurance Department could 
refuse to license a life insurance company oper- 
ating under the stock with policy plan. When 
the Union National Life of Kansas City was 
organized it was operating on a stock with pol- 
icv plan and the department refused to give 
it a license on the ground that the p!an was 
illegal and against the best interests of insur- 
ance. The company secured an order in the 
district court of Shawnee county directing the 
Superintendent of Insurance to issue the license. 
The case was appealed to the supreme court 
and while the case was pending the company 
sold out to the Federal Reserve Life of Kan- 
sas City. The company then had no further 
interest in the lawsuit and the appeal was is- 
missed without a decision of this important 
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N all the world, there is probably no greater trib- 
ute to the value of time than the Panama Canal. 
Because of it, months of hazardous voyaging 

have been reduced to hours of sheltered sailing. 


Appreciation of the value of time spurred on its 
builders until all of Nature’s obstacles were overcome. 


Incidentally, other benefits were secured. Among 
them was the avoidance of costly losses. Too often, 
the journey around the Horn had taken its toll of 


human lives and property. 
A * * os * 


In the life insurance world, the Phoenix Mutual 
has paid a unique tribute to the value of time. 
Appreciation of the value of time to its field 
representatives induced this Company to devote 
years of study and investigation to the development 
of numerous selling aids. 


All of these aids are time savers. but among them 
our Selective Risk or Non-Medical Plan has the 
directness of the Panama Canal. Through it, time 
previously consumed in getting each prospect to the 





THE PLUS OF UNDERWRITING IN THE FIELD 


doctor has been released for further productive 
interviews. 


In addition, the chances of loss have been avoided. 
No longer does fear of a medical examination make 
prospects hesitate. Nor’does the annoyance and in- 
convenience of the process cause them to “grow cold.” 


Moreover, a// of our representatives—because of 
their careful selection and training — enjoy the 
advantages of underwriting standard risks in the field 
without medical examination, except in the few 
states where such a report is required by law. 


Between the age limits of 18 and 45, the plan applies 
to any form of life or endowment insurance up to 
$5,000 in amount. Hence, this valuable time saving 
element plays an important part in more than 50% 
of all sales made. 


This means our men earn more commissions 
because they have more time in which to sell. To 
their liberal contracts is added the Plus of Field 
Underwriting—the Panama Canal of Life Insur- 
ance which avoids the delays and disadvantages of 
a medical “Trip around Cape Horn.” 


In this advertisement, which is the sixth of a series, is described the value of our Non-Medical Plan, It is 
called a PLUS because the planis one of the seven selling aids which add to the attractiveness of a Phoenix 
Mutual commission contract. The other aids are National Advertising, Home Office Training, Sales Research 
Service, Direct-by-Mail Advertising, our Home Budget Service and our Salary Allotment Plan, ¢ 


PHOENIX MUTUAL 


LIFE INSURAN 
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CE COMPANY 


HARTFORD CONN. 
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Life Agency Officers 
(Concluded from page 3) 


policyholder through the agents. He spoke, 
too, of the present intensive organizations, the 
specific education of trained salesmen, and the 
widening scope of coverage. r 


FRANK JONES A SPEAKER 


Frank Jones, president of the National As- 
sociation of Life Underwriters, was introduced, 
and spoke of his former connection with the 
Life Agency Officers in organizing the work of 
the association among the soldiers during the 
war period. He spoke of the work now being 
accomplished by the Life Underwriters, and 
dilated upon the patience required in the de- 
velonment of salesmen. 

The subject of opportunities for the future 
was opened by O. J. Lacy, second vice-presi- 
dent of the Minnesota Mutual. He cautioned 
exectitives not to be lulled to sleep by the great 
accomplishments of the past. Life insurance 
has taken a personal place in home and in- 
dustrial life. Its proper conduct is of absorb- 
ing public interest. Opportunities offered are 
those to serve, and service cannot be rendered 
without a far-reaching preparation for the 
future. The present social era, he said, de- 
mands institutional advertising, by which means 
the aspirations and service of life insurance 
can be placed constantly and instinctively he- 
fore the public. 

John A. Stevenson, second vice-president of 
the Equitable of New York, was the other 
speaker on the topic. He outlined the two big 
problems of the future as volume and quality 
of the business. He set four hundred billion 
as the mark of nineteen fifty-three. Points in 
the future conduct of the sales force, as he 
saw them, were selection, training and super- 
vision. Of the three, supervision is the most 
important, for if there is good home office 
supervision the efficiency of the sales force is 
assured. In selection, of utmost importance is 
the evaluation of the different items on the 
personal application. There is no relationship, 
he said, between mental tests and ability to sell 
life insurance. Training of agents in the 
future will be a necessity, and will be on the 
human side, for all will then be presumed to 
know the fundamentals of life insurance as 
they now know those of banking and economy. 
A life insurance course will be an educational 
requirement in the future in business colleges. 
Supervision is more valuable than either train- 
ing or selection. A supervisor should not 
merely show the new agents how he sells, but 
should work with him on the job by allowing 
the new man to do the work, and later point 
out his faults or commend his successes. An 
easy way to get production is to forget pro- 


‘duction and train men. 


Non-Mepicat BUSINESS 
The discussion of non-medical business from 
the agency department viewpoint was opened 
by H. H. Steiner, agency secretary, Connecticut 
Mutual. As the remaining speakers, because 
of time allowances, were postponed till after 
this paper goes to press on Wednesday, his 





paper will be treated in conjunction with the 
others in next week’s issue. 

The Tuesday afternoon meeting was. given 
over to the Life Insurance Sales Research 
Bureau, with the chairman, Charles Hommeyer, 
superintendent of agents of the Union Central, 
presiding. Mr. Hommeyer, John M. Holcombe, 
Jr., secretary of the Bureau, and Harry T. 
Niles, assistant secretary, reviewed the past 
activities of the organization, and outlined its 
plans for the future. The present activities are 
summarized under five general classifications: 
(1) Sales Survey; (2) Lapse Survey; (3) 
Distribution of Information Regarding Busi- 
ness Conditions; (4) The Study of Agency 
Costs; (5) The Territorial Analysis. 

Mr. Holcombe pointed out the necessity of 
training managers, and spoke of the great and 
long-felt want which has been filled by the 
three editions of the Managers Manual. Two 
new departures will be undertaken by the 
Bureau in 1926, one being the publication of a 





OLIVER THURMAN 


work on the soliciting agent’s job, and the 
other being the engagement of S. S. Huebner 
for the purpose of undertaking a series of trips 
on which he would address various meetings, 
such as chambers of commerce, rotary clubs, 
etc., 
office. 
Frank H. Davis, vice-president of the Equi- 
table of New York; R. W. Stevens, president 
of the Illinois Life, and Joseph W. Simpson, 


working under the Bureau as a central 


superintendent of agents of the Sun Life of 
Canada, were elected members of the execu- 


tive committee. An amendment of the consti- 


JOHN HANCOCK MUTUAL LIFE. SURPLUS DISTRIBUTION AND ADDITIONS ON POLICIES 


tution of the Bureau, placing the dues on a 
sliding scale based on insurance in force, was 
adopted. 





John F. Dryden, and Fifty Years of The 
Prudential 


(Concluded from page 4) 


the non-insured and the under insured. But even 
Mr. Dryden could not have foreseen the truly 
amazing development of life insurance since 
the war. 

Most fortunately Mr. Dryden surrounded 
himself with great men. I well remember his 
happy feelings when he secured the late Richard 
V. Lindabury for the position of general counsel 
and of Edward D. Duffield for his associate. 

During the intervening years the Prudential 
has made enormous progress. Not even Mr. 
Dryden’s dreams could well have imagined the 
development of recent years. Mr. Dryden’s 
dominant mind has been replaced by a mind of 
equal intellectual power which is steering the 
Prudential at the present time to undreamed-of 
heights of achievement. Those who were present 
at the recent soth Anniversary of the company’s 
organization must have been deeply: impressed 
with Mr. Duffield’s illuminating address. It was 
an extraordinary gathering, including some of 
the very foremost men of the nation; from the 
Vice-President, Mr. Dawes, to judges of the 
State Supreme Court, presidents of insurance 
companies, leaders of business, etc. It was a 
remarkable tribute to industrial insurance, for 
regardless of its enormous ordinary business 
the Prudential remains first and last an indus- 
trial insurance company. Mr. Dryden’s dreams 
have come true. Industrial insurance has be- 
come a universal. provident institution and the 
industrial policy today is a contract free from 
all of its earlier restrictions fully on a par with 
the contracts issued on the ordinary plan. In- 
dustrial insurance meets an imperative need in 
the life of our wage earning population. It has 
been the most powerful force in the develop- 
ment of thrift habits throughout the nation. It 
teaches systematic habits of savings and logi- 
cally by degrees leads to other forms of insur- 
ance and investment. It constitutes a lasting 
monument to the genius and foresight of John 
F. Dryden, who, in 1875, had the faith that is 
born of the higher wisdom to daringly initiate 
a new form of insurance for the lasting bene- 
fit of all the American people. 
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LAWRENCE C. WOODS DEAD 


Was Vice-President of Edward A. Woods 
Company in Pittsburgh—Leading 
Citizen of That City 


Lawrence C. Woods, vice-president of the 
Edward A. Woods Company, died suddenly 
Tuesday in Philadelphia while enroute from 
New York to spend the night with his son, 
Lawrence C. Woods, Jr., in Philadelphia. 

He was born December 22, 1869, in Pitts- 
burgh, a son of the late Dr. George Woods, 
LL.D., who for twenty years was Chancellor 
of Western University, now the University of 
Pittsburgh. Mr. Woods was a member of the 
Class of ’91 at Princeton and at graduation 
and since has been secretary of his class. On 
leaving Princeton he became associated with 
his brother, Edward A. Woods, general agent 
of the Equitable Life Assurance Society, and 





LAWRENCE C. Woops 


at the time of his death was assistant manager 
and vice-president of the Woods company. 

While a student at Princeton. Mr. Woods 
worked during his vacations in the office of 
the Woods agency. Immediately after gradu- 
ation he entered actively in the insurance busi- 
ness with that agency and has been continu- 
ously connected with it ever since. 

During his career of thirty-five years as a 
life underwriter, he has been a most capable 
and energetic ambassador of the great institu- 
tions of life insurance. His genial personality 
has endeared him to a multitude of friends 
throughout the country and has won for him 
the respect and admiration of all who knew 
him. 

His ethical and far-sighted activities in the 
insurance world and in the National Associa- 
tion of Life Underwriters were a constant 
force for good and went far toward bringing 
life underwriting to its present vrofessional 
standing. His exceptional ability to express 
his sound views created for him a constant 
demand as a speaker. 

Early recognizing the value of life tnsur- 
ance as a credit stabilizer, he enjoyed an in- 
ternational reputation as an authority on busi- 
ness insurance. During his long and active 
career he insured thousands of lives for ap- 
proximately $40,000,000 and at the time of 


his death was leading all the agents of the 
=dward A. Woods Company. 

Mr. Woods was married February 10, 1808, 
to Rebekah Campbell, who survives him. He 
also leaves his mother, Mrs. Ellen Crane 
Woods, a son, Lawrence C. Woods, Jr., who 
is associated with the Equitable, a daughter, 
Mary Louise Woods, a granddaughter, Carolyn 
Woods, a sister, Mrs. Enoch T. Roberts of 
Germantown and two brothers, Edward A. 
Woods and Charles A. Woods, Esq., both of 
Pittsburgh. 

The Pittsburgh Post of November 12, in 
an editorial, commented on Mr. Woods pass- 
ing as follows: 

Lawrence C. Woods, who died Tuesday, was 
an example of citizenship animated by high 


ae 


ideals and with a record of faithfulness in 
serving them. From his young manhood to 
the end Mr. Woods was heard of constantly jn 
the Pittsburgh district, in which he was born 
and spent his life, in works for public better. 
ment and humanity. Yet so unostentatious was 
he that few probably know the extent of his 
activities in those directions. The most illy. 
minating commentary on his character is that 
many who may scarcely have had any acquaint- 
ance with him, yet who knew of his civic and 
charitable activities, feel his passing as a per. 
sonal loss. Only the finest and most usefy! 
characters can make such an impression as 
that upon their community. 


Takes Out $1,500,000 Policy 
Charles F. Kettering, vice-president of the 
General Motors Corporation, has taken out life 

insurance to the amount of $1,500,000. 


The BROOKLYN NATIONAL 
LIFE INSURANCE COMPANY 


Announces 
ITS FORMAL OPENING for BUSINESS ON 
Monday, November 16% 1925 


AT ITS HOME OFFICE 


174 MONTAGUE STREET 
Brooklyn, New York 
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Policy Number One Delivered to 
Superintendent James A. Beha 





WILLIAM R. BAYES PRESIDES 





Opening Ceremony Attended by Many 

Friends of New York’s Newest Life 

Company 

Judge Williamr R. Bayes, president of the 
Brooklyn National Life Insurance Company, 
delivered policy number one of that company 
to James A. Beha, Superintendent of Insurance 
of New York, at a fitting exercise in the rooms 
of the Brooklyn Chamber of Commerce on 
Monday afternoon. Thus was launched the 
first new life insurance company to be organ- 
ized in New York State in many years. T'he 
company is located at 767 ‘Montague street, 
Brooklyn, and starts with every promise of 
success. 

A large gathering of representative Brook- 
lyn citizens were present when the meeting was 
called to order. After a brief talk in which he 
referred to the recent fiftieth anniversary of 
the Prudential Insurance Company of America, 
and to the fact that the new company would 
adhere to the highest ethical standards of the 
business as conducted to-day, Judge Bayes in- 
troduced successively Ralph Jonas, president 
of the Brooklyn Chamber of Commerce, Arthur 
S. Sommers, former president of the Brooklyn 
Chamber of Commerce and an officer and di- 
rector of the Brooklyn National; Meier Stein- 
brink, also an officer and director of the com- 
pany, and Mr. Beha. 


Superintendent Beha accepted with apparent 
pleasure the $5000 policy handed him, although 
indulging in some regrets that the company had 
issued the policy in such strict conformity to 
practice as to require his check in advance. 
He pointed to the opportunity before the com- 





A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. ‘To-day, asin the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 

Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 








pany, especially obvious in view of his recent 
omnibus extension of the new business limits 
for 1925, which evidenced in his mind the room 
there is for a new life company. He spoke 
particularly highly of the organization meth- 
ods and of the officers. The company has 
adopted a likeness of the Brooklyn Bridge as 
its emblem, a fact which struck the superin- 
tendent as particularly relevant, since he 
thought it might easily be construed as a bridge 
between life and death, over which the wishes 
of the dead might pass and be brought to 
fruition. 

A reception for the superintendent, during 
which light refreshments were served, fol- 
lowed. 


Northern States Home Office 

INDIANAPOLIS, INp., November 13.—The 
contract has been awarded for the construc- 
tion of a home office administration building 
for the Northern States Life Insurance Com- 
pany at Hammond, Ind. The building will be 
two stories high, with basement and will cost 
about $200,000. The work will begin at once. 
The building will be 92 by 123 feet of brick, 
stone trimming and stone front. It will be 
fireproof throughout and will have concrete 
floors and roof construction. 


Connecticut Insurance Day 

Hartford was the scene yesterday of a large 
and successful gathering of insurance men from 
all over the State of Connecticut. In the morn- 
ing fire and casualty agents met at the audi- 
torium of the Travelers Insurance Company 
and life agents in the Phoenix Mutual Life 
building. A joint session was held in the 
Travelers’ auditorium in the afternoon. A ban- 
quet in the Bond Hotel concluded the affair. 

Among the prominent speakers were: Gov- 
ernor John H. Trumbull, of Connecticut; Con- 
gressman Theodore FE. Burton, of Ohio; 
George G. Bulkley, president of the National 
Board of Fire Underwriters; John M. Hol- 
combe, chairman of the board of directors of 
the Phoenix Mutual Life Insurance Company: 
Edward A. Woods, former president of the 
National Association of Life Underwriters, 
and Hugh D. Hart, general agent in New York 
of the Atna Life Insurance Company. 





BANG! 


New Territory— 
New Opportunities 


Have just opened Pennsylvania 
and California and have a number 
of very desirable openings for good 
men. Special Agents and District 
Managers can make fine connec- 
tions. Also some good positions 
open in Michigan, Indiana, IlIli- 
nois, Kansas and Missouri. 


Address communications direct 
to Home Office, South Bend, Ind. 


Income Guaranty Company 


(STOCK COMPANY) 











Grizzard System Installed 

Cuicaco, Itt., November 12.—The Grizzard 
system, combining life insurance and bank sav- 
ings, will presently be installed in all the com 
panies controlled by the Grand International 
Brotherhood of Locomotive Engineers and the 
Brotherhood Investment Company. The ar- 
rangements were completed by William B. 
Prenter, president, and George T. Webb, finan- 
cial executive of the brotherhood and executive 
vice-president of the Empire Trust Company 
of New York, with James A. Grizzard, presi- 
dent of the Grizzard System of America, Inc. 

According to Mr, Grizzard, the amount. of 
business to be written for the brotherhood 
banks should fall between $25,000,000 and $50,- 
000,000 of life insurance per year, which busi- 
ness will be placed in legal reserve life com- 
panies. The arrangements will take in two 
plans, the Grizzard system, which pays the an- 
nual premium on a monthly deposit basis and 
a combination savings and insurance plan, 
which unites a brotherhood savings account 
with a life insurance policy. P 

The consummation of this installation results 
from the success of a similar one in Cleveland. 





unlimited production. 
rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 
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MISCELLANEOUS CASUALTY REINSURANCE 


(Including the Accident & Disability Features of Life Insurance) 


We provide an unexcelled and comprehensive service through which our Treatyholders 
increase their carrying capacity without increasing net exposure, transacting additional 


business at an assured profit. 






CHICAGO 


JACK WOODHEAD 


INSURANCE EXCHANGE 


S INDEMNITY CORPORATION 


E.G TRIMBLE, PRESIDENT. 
KANSAS CITY 


LOS ANGELES 
719 DETWILER BUILDING 
LOUIS de 8. FULLER 


80 MAIDEN LANE 
EHMANN & COMPANY 
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Concord 


What Do You Sell? 


Service, Company, or Policy 


—which? 


All three are important, of course. But to 
our mind the policy is especially so. If you 
agree that the actual contract itself is deserving 
of careful attention and comparison on the 
part of the agent, we invite you to consider 
seriously the United Life policy, ‘‘A Policy 
You Can Sell.” 


Any natural death...... -cecesees 85,000 
Any accidental death......0..c000e 10,000 
Certain accidental deaths... -...... 16,000 


Accident Benefits 850 per WEEK. 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 











If there is an opportunity open in your town, 
our Vice-President, Mr. Eugene E. Reed, will 
tell you all about it. Writehim direct—and 
directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
New Hampshire 


Inquire! 

















Writing Casualty Insurance 
Fidelity and Surety Bonds 
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Home Office: DAVENPORT, IOWA 
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N a recent address before the safety com- 

mittee of the Cincinnati Automobile Club, 
Henry Swift Ives, of the Casualty Informa- 
tion Clearing House, Chicago, spoke on “The 
Nurse Theory of Government as Applied to 
Highway Accidents.” Mr. Ives reviewed the 
situation regarding compulsory automobile in- 
surance and the effect it might have on the ac- 
cident problem, and also discussed the plan 
originated by Judge Marx which provides for 
an annual contribution to a State “jack-pot.” 
From this “jack-pot” all claims for injuries or 
damages would be met and the claimant would 
have to be content with the State award. 
Furthermore, the motorist, having paid his 
yearly contribution, would be free fromm any 
civil suit claim in case of an automobile acci- 
dent, such claim being met from the common 
fund. During his remarks, Mr. Ives char- 
acterized the government principle of inter- 
ference thus: “Legislation extending the 
nurse-maid jurisdiction of the State is mis- 
branded. It is labeled social by its advocates, 
surrounded by a halo of altruism and adorned 
with the sparkling trappings of liberalism. As 
a rule, however, it is neither social, altruistic 
or liberal and is entirely at variance with the 
ideals and objectives of our form of govern- 
ment.” 


REDERICK RICHARDSON, United 

States manager of the General Accident, 
Fire and Life, is a maker of phrases which 
possess the rare quality of pertinent thought. 
In a recent talk, made at the dinner meeting 
of the Insurance Society of New York, he 
quaintly observed that the new motto of the 
New York Insurance Department snould be 
“You'd better ‘Beha’ve.” The business of in- 
surance, in his eyes, needs “More insurance 
statesmen and fewer insurance politicians”; 
and, with regard to the interest of scheming 
demagogues in insurance money, he sagely re- 
marked that “Some people are always busy 
twisting the hemp for their own necks.” 


Casualty Actuarial Society Meets 
The annual meeting of the Casualty Actu- 
arial Society was held at the Hotel Belmont, 
New York city, yesterday. A membership 


luncheon was a feature of the gathering. Full 
reports of the business transacted at the ses- 
sions will be found in next week’s issue of 
THE SPECTATOR. 


Kansas Decision Favors Surety Company 
in Contract Bond Case 

Topeka, Kan., November 16.—The surety 
companies which write bonds for contractors 
for public improvements won an important 
decision in the Kansas supreme court last week 
when the court decided in favor of the United 
States Fidelity and Guaranty Company. The 
suit was brought by the Road Supply & Metal 
Company of Topeka, against Frank Bechtel- 
heimer and the Guaranty Company to collect 
the value, or the rental on some road machinery 
used by Mr. Bechtelheimer in constructing a 
road in Sedgwick county. The contractor had 
given a bond to the county by which the road 
was to be constructed, according to the speci- 
fications and all charges for labor and mate- 
rial used on the job were to be paid. 

When the work was completed 
county had released the bond the supply com- 
pany brought the suit to collect either the cost 
or the rental value of the machinery which 
Mr. Bechtelheimer had used but had not paid 
for. The Supply company claimed the ma- 
chinery was part of the materials which the 
bond had covered and that it was entitled to its 
money from the bonding company. The dis- 
trict court and the supreme court held that the 
machinery was neither labor, or materials and 
that the supply company could not collect from 
the bonding company and could only enforce 
a mechanics’ lien against the machinery. This 
is an important ruling. 


and the 


Rexford Crewe and R. V. Goodwin 
Appointed by Standard Accident 


The Standard Accident Insurance Company 
of Detroit, has announced the appointment of 
Rexford Crewe and Richard V. Goodwin to be 
respectively resident manager and chief under- 
writer at its New York city office as associates 
of Eugene F. Hord, resident vice-president. 

Both Mr. Crewe and Mr. Goodwin go to 
the Standard Accident from the New York 
office of the Maryland Casualty, with which 
company the former spent ten years and the 
latter eight. 


Outside Reciprocals Win Entrance in 
Indiana 

INDIANAPOLIS, IND., November 13.—The pol- 
icy of the State industrial board of Indiana 
of permitting only Indiana companies to write 
reciprocal or interinsurance in workmen’s com- 
pensation cases, has been set aside. A new 
rule will open this field to companies outside 
of Indiana. One member of the board voted 


against the rule. 
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CASUALTY, SURETY AND MISCELLANEOUS 


FROWNS ON LLOYDS 





Michigan Department Temporarily 
Bars Concerns Operating on 
This Plan 





COMMISSIONER’S VIEWS 
SUMMARIZED 





Admission of Lloyds’ Carriers Not to Be 

Granted Until Settlement of Chicago 

Cases 

Lansinc, Micnu., November 17.—Lloyds’ 
concerns aspiring to enter Michigan might as 
well delay their ambitions, for a time, at least, 
Michigan Insurance Department officials have 
ruled. Lloyds’ associations seeking application 
blanks and information from the Michigan de- 
partment are being told that Commissioner L. 
T. Hands will not accept their applications un- 
til the cases involving the various new Chi- 
cago Lloyds’ organizations are settled. Sev- 
eral Lloyds’ concerns have recently written to 
discover the department feeling and obtain in- 
formation on Michigan laws. 

This State’s laws do not provide for admis- 
sion of Lloyds’ organizations which offer the 
varied service promised by the new Chicago 
carriers. Only fire business may be transacted 
in this State, under present statutes, by a com- 
pany admitted to operate on the Lloyds’ plan. 
The only Lloyds’ concerns writing Michigan 
business, to any extent, the department believes, 
is the original London organfzation. Some of 
this carrier’s operations are being probed. It 
is only permitted to accept business, under 
special authority of the department, which has 
been rejected by licensed carriers. Reported 
writing by London Lloyds of a number of 
blanket bonds for Michigan banks has stirred 
up the department considerably. 

The latest Lloyds’ associations asking data 
of the department preliminary to taking steps 
toward applying for admission are the Ameri- 
can Lloyds of Duluth, Minn., said to have no 
connection with the Chicago company of that 
name, and the Chicago Lloyds. Executives of 
both organizations have been informed that 
their applications could not be considered at 
this time. Department officials admit the two 
most recent enquirers evidence sounder prin- 
ciples and boast stronger personnels than most 
of the new Lloyds. 

In his letter to the department, George B. 
Gray, underwriting manager and vice-president 
of the Duluth American Lloyds, voices a wish 
to obtain a license in time to operate in Mich- 


igan early in 1926. As the company has not 
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Protection for Both 


The advent of the Inter-State’s new 
policy for Business and Professional 
women marks another step in the prog- 
ress of this Association. 











The agents who represent the Inter- 
State are earning large commissions be- 
cause their prospects are the select and 
preferred risks among the Business and 
Professional men and women. ‘They are 
selling to the class of people who realize 
the value of health and accident insur- 
ance. 










If you are interested in a direct Home Office contract with this Asso- 
ciation whose policies provide complete protection for both the Business 
and Professional man and the Business and Professional woman, just 
write us a note and we'll be glad to send you complete information. 











[nier-State Business 


FIRST ORGANIZATION 


BROWN HOTEL BLD 


MensAccident Association 


OF ITS KIND IN AMERICA 
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DES MOINES. IOWA 
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ERNEST W. BROWN, Secy—Treas. 













































been in operation for a year, as required for 
admission under the law, no consideration could 
be given to any application at this time any 
way, it is pointed out. The company would 
seek to do a fire, windstorm, hail and automo. 
bile business, the department was informed, but 
one of which could possibly be allowed in Mich. 
igan under existing laws. Mr. Gray states 
that he is a former stock company man. 

Leon E. Gray writes in regard to the Chi. 
cago Lloyds, which would also like to enter 
the State to do the same lines as the Duluth 
company. 

A few weeks ago, the Michigan department 
exposed Lloyds’ concerns which it was dis. 
covered had been offering profit-guarantee poli. 
cies on Florida land transactions. The yp. 
licensed agents said to have victimized Micti- 
gan people with such policies were sought byt 
the publicity given the case in warning the pub- 
lic evidently chased them from the State. 


Federal Indictments Against Officials of 
Lloyds Organizations in Chicago 


On a charge of using the mails to defraud, 
Federal indictments have been handed down 
against officers of International Lloyds and 
what is known as Florida Lloyds Organiza. 
tion of Chicago. Abe J. Joseph, president of 
International Lloyds, and Leon L. Stern, vice- 
president, were placed under arrest by govern- 
ment action and Harry Rose and EF. H. Mayer 
were also apprehended. This action resulted 
just after Attorney-General Carlstrom of Illi- 
nois restrained International Lloyds by injunc. 
tion. An article describing the peculiar policy 
issued by this International Lloyds, and point. 
ing out the bad features of the supposed cov- 
erage, appeared in an October issue of Tue 
SPECTATOR. 

Another organization, which appears to have 
taken some part in the insurance of land value 
profits, is American Lloyds, whose activity is 
said to be indefinitely suspended, along this line 
at least. The action taken by the Federal 
authorities may be expected to exert a salutary 
effect on the operation of questionable insur- 
ance schemes in IIlinois. 


U. S. F. & G. Delegates Authority to Field 
Claim Offices 


The United States Fidelity and Guaranty 
Company, Baltimore, has given about 40 of 
its more than 100 claim offices the authority to 
adjust and pay casualty claims without the 
necessity for consulting the home office or 
securing its approval of the various moves. 
This step is expected to expedite its service 
to policyholders and to reduce the number of 
pending claims. 





FREE COPY SENT 
WORLD'S TIME CHART of indorsements from 


COMBINED WITHLATEst =‘™4NY — ie 3 
ance authorities. Inval- 
“FIND-ME-QUICK” 
club. Fascinating nov- 
ty replacing old greet- 
automatically daily “Cross-Time Puzzles.” Send 
50c for original Chart and wholesale prices. 








uable for home, office of 
RADIO LOG CHART «! 
ing cards. Answers 
Radio Chart Bureau, Fresno, California 
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.NEW YORK CASUALTY MEN DINE 
William V. Burrus Proves Shakespeare to 
Have Been a Salesman 

In an after-dinner talk which abounded in 
wit and humor, William V. Burrus, of Wash- 
ton, D. C., proved to the members of the Cas- 
yalty and Surety Club of New York that Wil- 
liam Shakespeare was a great salesman as well 
as a great author. He dwelt particularly upon 
the events in the famous play “Julius Caesar,” 
‘, which Mr. Burrus said, Shakespeare used 
modern sales psychology to a surprising degree. 

R. J. Sketch, general manager of the Phoenix 
of London, who is in this country for a short 
visit, was the guest of the club and spoke 
briefly, pointing out the greater opportunities 
for development in this country than in Eng- 
land, insofar as the casualty and surety busi- 
ness is concerned. 

The occasion was the annual banquet of the 
club and was held at the Hotel Astor. The 
list of those present included most of the prom- 
‘nent casualty officials in the city. In the ab- 
sence of E. A. St. John, president of the club, 
and of the National Surety Company. James 
R. Garrett, Eastern department manager in 
New York of the National Casualty Company 
of Detroit presided. The affair was a decided 


success. 


Independence Indemnity Company, 
Philadelphia 

An inquiry has been received from a sub- 
scriber concerning the Independence Indemnity 
Company of Philadelphia. This company was 
formed in 1922 and began underwriting opera- 
tions early in 1923. The company was organ- 
ized with $1,000,000 capital and a paid-in sur- 
plus of $2,000,000, and in 1924 stockholders 
subscribed for $500,000 more stock and paid in 
$1,000,000 more to surplus. 

In 1923 the company wrote net premiums of 
$2,708,990, while in 1924 its premium income 
increased to $5,236,611. Losses and claims were 
fairly moderate in those years. During the 
two years, 1923 and 1924, its underwriting in- 
come earned amounted to $5,448,772, and its 
losses and expenses incurred to $7,087,136, 
these figures indicating an underwriting loss of 
$1,638,364, its investment gains having been 
$301,540. It thus happened that, owing to the 
large volume of business written, necessitating 
heavy reserves, the surplus as to policyholders 
has declined to $3,005,159. Naturally, no divi- 
dends were paid during the years 1923 and 1024 
while the company was building up its large 
volume of business and showing rapid growth. 
The surplus mentioned was shown after pro- 
viding for all reserves, including the unearned 
Premium reserve of $2,360,044 and voluntary 
contingent reserves of $225,000. 

So far as we are informed the company’s 
experience has been at least as good as would 
be expected of a new company—in fact, its 
Progress might be considered rather better than 
normal ; and the company, under the admin- 
istration of President Charles H. Holland, has 
been managed ably and wisely, its results con- 
paring favorably with those of other new com- 


panies. 


thoroughly successful institution. 


B. W. Gearheart Elected President and 


H. R. Endly Manager 


Henry R. Endly was again named secretary 
and general manager of the Great American 
Mutual Indemnity Company at the annual pol- 
icyholders’ meeting, held at the home office of 


the company in Mansfield, O., last week. 


The new board of directors of the company 
of Columbus, 


includes: B. W. Gearheart, 
former Superintendent of Insurance of Ohio; 


Judge Walter D. Meals, of Cleveland, first 
the American Automobile 


vice-president of 
Association; Fred Ormsby, of Akron, presi- 


dent of the Industrial Fire Insurance Com- 


pany; Phil S. Bradford, of Columbus, United 
States Commissioner for the Southern Ohio 
district; A. L. Lermann, of Sandusky; R. B. 
Keffer, of Mansfield, and Henry R. Endly, of 
Mansfield. B. W. Gearheart was elected presi- 
dent, Walter D. Meals, vice-president, and R. 
B. Keffer, treasurer. 

The Great American Mutual Indemnity 
Company has enjoyed an almost unprecedented 
success in the automobile insurance business 
and at the present time has approximately one- 
tenth of the cars in Ohio protected by its 
policies. Its agency organization consists of 
more than four hundred representatives, lo- 
cated in practically every city, town and vil- 
lage in the State. The past fiscal year 1s re- 
ported as having been the most prosperous in 
the company’s history and a big program of ex- 
pansion is now being planned. It has recently 
been licensed to operate in Pennsylvania and 
is expected to open branch offices in the prin- 
cipal cities of that State in the near future. 
Henry R. Endly, who organized the company 
in 1917 and has since been its directing head, 
was highly commended at the annual meeting 
for the manner in which he has handled its 
affairs and brought it to a front rank among 
imilar institutions. 


S. B. Hunt to Head American Life and 
Accident 

The new American Life and Accident of 
St. Louis, Mo., is to have S. B. Hunt as its 
president. Mr. Hunt recently handed in his 
resignation to the National Life and Accident 
after slightly more than twelve years of ser- 
vice. He was formerly manager of Chicago 
District Number 1 for the National. 

The company is a stock company, and is 
writing only industrial insurance, but plans to 
open an ordinary department later. All its 
contracts are written on a non-participating 
basis. Its present plans are to issue a‘l forms 
of weekly premium life insurance, both stand- 
ard and sub-standard accident, life and health, 
combined on the weekly and monthly payment 
plan; health and accident on the group plan, 
premiums payable by the employer. 
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A large portion of the company’s re- 
sources are earning interest, and, in general, 
the company gives every promise of being a 


ACCIDENTS IN LONDON 





Street Fatalities and Injuries Total 
23,903 in Three Months 





DECREASE IN NUMBER OF HORSE- 
DRAWN VEHICLES 





Motor Cars and Trucks Caused 194 Deaths 
During July, August and September 
[From Our London Correspondent] 
Lonpon, ENGLAND, November 10.—Details, 
just issued, of street accidents known to the 
Metropolitan police to have happened during 
the months of July, August and September, 
1925, certainly emphasize the wisdom of hav- 
ing insurance protection; and are as follows: 
MECHANICALLY PROPELLED 


Number of 
Accidents to Number of 


Persons or Persons 
Type of Vehicle Property Killed 
ODM DNEEH: | ce kiccedealecaaces 2,030 32 
UMUOUED. vornwiietoaduseeecaxhe 1,174 9 
BG ore cinicitiw he Sad etldin dard aria 965 8 
Trade and commercial........ 4,748 61 
Private motor-cars ..........- 6,834 53 
INNGHONCUGIENE 5S ceric Kais ao er neis 2,588 31 
Traction €ngiNes 2... .0cc0s. 13 
Horse-Drawn, Etc. 
ChMNDONER cues scone soee we sis 
CAN ak ccade decd scadenreuens 7 
MSGHMMMEI 6 ccdie eid Smee veges 37 
Trade and commercial........ 1,887 9 
MC. Se ea eee ee 3,385 4 
Horses ridden or led.......... 28 
23,696 207 


The number of accidents to persons or prop- 
erty includes persons killed. 

It will be noticed that private motor-cars 
accounted for the highest number of casualties 
and the second highest number of fatalities; 
the record of pedal cycles is also an unfortu- 
nate one. The figures further reflect the prac- 
tically total disappearance of the horse-drawn 
omnibus from the streets. 


Aetna Gets Life and Guaranty Company 

The 7Ztna Insurance Company has purchased 
the charter of the Life and Guaranty Com- 
pany of Hartford for the new casualty com- 
pany it is organizing. The charter allows a 
starting capital of $200,000 and a similar 
amount surplus, also permission to increase the 
capital to $1,000,000, and grants the writing 
of the following risks, life, health, accident, 
fidelity, theft, burglary, automobile liability not 
fire, elevator damage, guaranteeing and rein- 
surance, 


New Pennsylvania Compensation Manual 

The Pennsylvania workmen’s compensation 
manual for 1926 has been distributed and will 
become effective on December 31, 1925. Mean- 
while, no policies may be canceled and rewrit- 
ten to take advantage of rate changes. Altera- 
tions in rates will apply to existing policies 
from January 1. A bulletin, No. 240, has been 
sent out by Hare & Chase of Philadelphia, 
showing all the important changes in the new 
manual. 
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INCOME PROTECTION CAMPAIGN 
SUCCESSFUL 
Aetna Agents’ October Production in Acci- 
dent and Health Lines Is 64 Per Cent 
Greater Than Any Other Month 

The seventy-fifth anniversary income protec- 
tion drive, held during October by the Atna 
affiliated companies as one of the features com- 
memorating the diamond jubilee year, exceeded 
by 64 per cent the largest accident and health 
insurance production record in the history of 
the company. This was learned to-day follow- 
ing a preliminary compilation of the figures. 
The response was not confined to any one sec- 
tion of the country, according to the returns, 
as virtually all agencies reported big increases 
for the thirty-one day period. 

The record of highest production in the cas- 
ualty organization was made by W. G. Wilson 
of Cleveland. J. W. Henry of Pittsburgh had 
the second highest total, while third honors 
went to the San Francisco branch office. Next 
in order among the ten leaders were the New 
York, Chicago, Boston, Atlanta, St. Paul, 
Newark and the 42nd street, New York, branch 
offices. 


Meeting Call Scunded by F. Highlands 
Burns my 

WasHINGTON, D. C., November 16.—Repre- 
sentatives of practically every industry, as 
noted in THE SpectATor for November 5, have 
been called to attend a meeting to be held in 
Washington, December 10, under the auspices 
of the Associated General Contractors of 
America, to discuss the Government’s participa- 
tion in business and means for lessening Fed- 
eral industrial activities. The date was orig- 
inally announced as December 1. 

The call for the meeting was signed by F. 
Highlands Burns, president of the Maryland 


Casualty Company, Baltimore, and other mem- 
bers of the planning committee formed as a 
result of preliminary conferences at which it 
was charged that Government participation in 
industrial activities has increased tremend- 
ously since the war and has become a source 
of unfair competition with many lines of pri- 
vate industry. 





SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Statement as of 
December 31, 1924 


(Condensed from Statement of 
U.S. Treas. Dept.) 


Admitted Assets...... $7,046,054 
OS EEN 1,225,000 
ere 745,272 


Twelve Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 
Credit Insurance 


Let the Southern Serve You 














The Fidélity and 
asualty ompany 
of New York 


ROBT. J. HILLAS, presipEeNnt 








CASUALTY INSURANCE 
AND 


SURETY BONDS 











EQUITABLE 


LIFE & CASUALTY 
INSURANCE CO. 


Specializes in HEALTH 
and ACCIDENT IN. 
SURANCE with En- 
tirely New Features 
which PLEASE. 


And is looking tor 
Agents in ILLINOIS, 
and District Managers 
in CALIFORNIA and 
KENTUCKY who 
Can and Will Produce 
Business. 


Such Men Will Receive 
Large First and Re- 
newal Commissions. 








Address Casualty Department 


360 N. Michigan Avenue 
Chicago 


Illinois 
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FREDERIC C. BUSWELL 
ELECTED 





New Head of Home Insurance 
Company 


WAS RANKING VICE-PRESIDENT 





Has Been a Leading Figure in the Fire 
Insurance World for Many Years— 
His Election Expected 


Frederic C. Buswell was elected president 
of the Home Insurance Company of New York, 
at a meeting of the board of directors held 
Friday, November 13. He succeeds the late 
Elbridge Gerry Snow. His election was ex- 
pected by everyone familiar with the business 
and any other action by the board would have 
occasioned great surprise. Mr. Buswell has 
been the ranking vice-president for many years. 

Mr. Buswell was born in Jersey City, N. J., 
on February 22, 1860. He received his early 
education in private schools and has_ spent 
practically all of his business career with the 
Home. He entered the service of the company 
on November 1, 1881, as a clerk. The company 
offices were then located in the Boreel build- 
ing at 119 Broadway. He commenced his duties 
on expiration work and the following year 
went over to the correspondence desk, later 
becoming a member of the general clerical 
force. In 1886 he became agency supervisor in 
the Western department and in 1898, when 
Daniel A. Hea'd was president, he was made 
assistant secretary; 1902 found him in the of- 
fice of second vice-president and in 1904 he 
was elected vice-president, serving in this 
capacity until his current election to the prest- 
dency. 

President Buswell’s activities in insurance 
organizations include membership in the South- 
Eastern Underwriters Association, of which he 
was president in 1916 and 1917: the Western 
Union, which elected him an honorary member 
in September, 1913, and the Eastern Union. He 
has been closely connected with the National 
Board of Fire Underwriters, being its presi- 
dent in 1918 and 1919 and serving as chairman 
at different times of its various committees. 

He is a member of the Chamber of Com- 
merce of the State of New York and of the 
New England Society and New York Board 
of Trade and Transportation. 

Mr. Buswell has had a long experience and 
is thoroughly trained in the fire insurance busi- 
ness. Possessed of keen judgment and a de- 
lightful personality, he has been consistently 
advanced in his business, finally winning the 
Presidency of the largest fire insurance com- 
pany of America. He has been so long iden- 
tified with that institution and so high in its 
councils that little, if any, changes in its poli- 
cies may be looked for. 

An excellent portrait of Mr. Buswel! appears 
as a supplement to this issue of Tre Sprcrator. 


. =the National Board of Fire Underwriters has 
Issued its October List of Inspected Accident Hazard 
Appliances, 


Fire Insurance Law Chart, 1925-1926 


The 1925-1926 edition of the Fire Insurance 
Law Chart has been issued by The Spectator 
Company, New York, and has been fully re- 
vised according to new laws and amendments 
enacted by the numerous State legislatures 
which were in session in 1925. 

This valuable chart presents in most con- 
venient tabular form a summary of the vari- 
ous State laws relating to the filing of annua! 
and tax statements, fees and taxes payable, 
agents’ licenses, several restrictive laws, etc., 
and other special requirements concerning fire 
insurance companies. Its purpose is to afford 
information at a glance concerning the statu- 
tory requirements upon the subjects listed }e- 
low, which constitute the headings of the 
chart: 

Standard Policy Law: Valued Policy Law: 
Law; Commission Re- 
quired to Be Paid to Resident Agents; Anti- 


Resident Agents’ 


Coinsurance Law; Anti-Compact Law; Pro- 
hibiting Reinsurance in Unauthorized Com- 
panies; Annual Statement Required; Tax 


Statement Required; Date of Expiration of 
Local Agents’ Licenses: Fees, etc., for Issuing 
Local Agents’ Licenses: Charges for Filing 
Annual Statements; Taxes Pavab'e by Com- 
pany. 

The existence or the non-existence of statutes 
of the classes designated by the first seven 
titles is indicated in each case by a plain “yes” 
(in red) or “no” (in black), while the condi- 
tions respecting the other subjects named are 
stated as briefly as possible, the columns bhe- 
ing printed alternately in red and black. 

Additional information given in the chart 
embraces a list of States requiring deposits, 
with amounts: also a list of States requiring 
home office statements from foreign companies. 
There are also footnotes indicating the States 
in which reinsurance policies must be counter- 
signed by resident agents, and those in which 
thev need not be so signed; and States which 
require all reinsurances to be reported. The 
chart whether taxes are based upon 
sross or net premiums and whether governed 
hy reciprocal law. 

Another valuable service of this chart is that 
it may be used not only as a guide on the swb- 
jects mentioned in it, but as a checking list to 
enable companies to quickly ascertain whether 
they have complied with the legal requirements 
listed, thus avoiding being subjected to penal- 
ties. It is printed on excellent bond paper and 
is brass tipped at top and bottom, so that it 


shows 


may be hung in a convenient place for ready 
The price is $3 per copy, with a 
discount of 20 ner cent on orders of 100 copies 


reference. 
or more. 


Announces Insurance Column 
The Boston 
nounced the addition of a column of insurance 
news to its daily features. This will be in 
the form of a digest of events written from 
a layman’s standpoint. It will be conducted 
by John Buchanan, the well-known Boston in- 
surance journalist. 


Evening Transcript has an- 
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EXPLAINS DECISION 


National Association Sends Out 
Memorandum 


PALMETTO VICTORY REVIEWED 





New York Without Resident Agents’ Law 
—Ohio Decision Could Not Apply 


The following memorandum relative to the 
recent decision in New York on the Chrys!er 
l’almetto case has been sent to State associa- 
tion officers by Walter H. Bennett, secretary- 
counsel of the National Association of Insur- 
ance Agents: 


The United States District Court of New 
York has just decided (opinion by Rogers, C. 
J.) that the operation of the Chrysler-Palmetto 
scheme of insurance violates no statute of the 
State of New York. In the suit for some time 
pending against the Superintendent of Insur- 
ance, James A. Beha, brought by the Palmetto 
Insurance Company, the court has ordered an 
injunction to issue against the superintendent. 

You may wonder why a Federal Court in 
Ohio a short time ago refused to enjoin Super- 
intendent Conn from doing the same thing— 
why the Palmetto’s license can be canceled in 
Ohio, for issuing these insurance certificates 
on a wholesale basis, and cannot in New York. 

The answer is contained in the opinion of 
the New York Court: 

“If the Insurance Laws of New York con- 
tained a similar provision to that above cited 
(the Ohio law) prohibiting any insurance com- 
pany authorized to do business in this State 
from insuring property within this State ex- 
cept through a legally authorized agent in the 
State, the Conn case would be an authority to 
support the defendant’s contention that the re- 
lief sought should be denied.’ 

‘he State of New York is without a resi- 
dent agents’ law. So far as we know, only 
two other States in the Union are so unfortu- 
nately situated, California and Indiana. 

The power of the State to regulate the in- 
surance business is upheld in the New York 
decision, but the court holds that there is no 
New York statute that reaches the practice 
complained about. 

The court did not even intimate, let alone 
decide, that agency laws and regulatory insur- 
ance statutes were unconstitutional, as expected 
in some sources. The intimations and rumors 
we have heard from time to time about these 
insurance laws being in jeopardy, seems to now 
vanish into thin air. Two Federal courts have 
placed the stamp of approval on these wise and 
wholesome measures. The Ohio Court refused 
to overturn the resident agency law of that 
State and the New York Court found no such 
law in New York to consider. 

No consideration is given, in the opinion, to 
the question of whether or not automobile sales- 
men are acting as insurance agents in selling a 
Chrysler car with an insurance policy attached. 

While the court in the opinion says that 
whether contracts made in Michigan are valid 
or whether the State of New York can deprive 
citizens of the right to make insurance con- 
tracts outside the State or whether the various 
contracts involved in the Chrys!er-Palmetto 
plan are valid, are not questions before the 
court, nevertheless there is an inference in the 
summing up indicating that the court believes 
the transaction to be a valid Michigan contract, 
made and to be performed in that State. 

The important question as to whether or not 
a Chrysler salesman is acting as an insurance 
agent is squarely before the Federal Court in 
Wisconsin and that opinion is awaited with in- 
terest. 
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INSURANCE RATE 
New Book by Edward R. Hardy, 
Assistant Manager of the New 
York Fire Insurance 
Exchange 


DESCRIBES PRESENT AND FORMER 
RATING METHODS 


The First Book on Rating Except Those 
Written to Explain Some Special 
System 


A valuable contribution to the literature of 
fire insurance, is the book entitled The Mak- 
ing of the Fire Insurance Rate, written by 
Edward R. Hardy, assistant manager of the 
New York Fire Insurance Exchange, and soon 
to be published by The Spectator Company. 

As the premium rate is the most important 
factor in the business of fire insurance, it seems 
strange that there should not have been col- 
lected in one volume, until the present time, a 
study of the subject not associated with the 
advocacy of one system. Rating has always 
been recognized as the most important prob- 
lem in the fire insurance business, and now that 
efforts are being made to establish a nation- 
wide system of rating, it is essential that un- 
derwriters and others should make an even 
closer study of rating methods than they have 
heretofore. 

Insurance is more and more finding its true 
place as a branch of economics, and the time 
has come when the seeker for information may 
well demand that he be furnished, in a single 
work, with an explanation of the beginning and 
the development of rating in fire insurance and 
the various systems that are in use. Such a 
demand is met by this new book written by 
Mr. Hardy. 

Of course, the present cannot be understood 
without a knowledge of the past and this is 
particularly true of rate-making in fire insur- 
ance. However, the historical method is not 
used in Mr. Hardy’s book to the exclusion of 
the present-day methods: in fact, the major 
part of the work is devoted to the latter, and 
the primary purpose of the book is to explain 
the rating methods now in use. While the de- 
tails of present methods have been discussed 
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THE MAKING OF THE FIRE 


NATIONAL LIBERTY | 2 ( Ascnite } 
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INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 


Losses paid since organization over 62 millions. 


“‘How Much Should I LAY 
ASIDE for Life Insurance?’’ 


What Price Income! 


‘THs is a question more frequently asked the life underwriter than any other. What proportion of his income can 
@ young man put into life irsurance premiums, especially if he is married? 
we facts speak louder than words. Here is the actual program of a young man, 28, married, with two 
children. 
His income is $5,000 a year. What would you consider a fair proportion of this income to spend for life insur- 
ance? Ten per cent.? 
Actually in this case the annual premiums amount to about $600, leaving a balance of $4,400 of the income for 
the support of the family, an easy proposition for ambitious young parents looking to the future. 
S94) What do they get for their $600? 




















Ney, _ Total life insurance of $30,000—$5,000 to be paid in cash in case of the husband's death, the rest so arranged 
Ge in a trust settlement as to produce $100 a month income for the wife during her lifetime. 
i Do you not think this young man has done well for himself and his family? 
N) fr) on jon ad “a agg ~ a very successfully, with a fair income for present living expenses and an estate of 
ro i to leave for his family. 
Le) 
led _ He might struggle for years to obtain such a result in other ways, and then fail of his goal, in the meantime 
oy) missing the best there is in life including the contented enjoyment of his income and his family. 
(oa) 
49 | 7 
iS y} A Strong Company Over Sixty Years in GAPLEL. 
Ns Business. Liberal as to Contract, Safe and < 4 
9) Secure in Every Way. Policies in Force Over Sch 
lat $2,200,000,000 insuring 3,500,000 Families. LiFe INSURANCE COMPANY 
Gy OF BOSTOM, MASSACHUSETTS 
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Hartford Fire Insurance Company’s Instruction Book, 
1859. 

Developments from 1860 to 1870—Publications for 
use in the Business. 

Boston and Chicago Conflagrations—Preceding Meth. 
ods of Rating—Effects of Fires. 

National Board of Fire Underwriters Organized, 
1866—Method of Operation in Connection with 
Rate-Making—Tarift and Classifications—Local 
Boards, 

National Board’s Abandonment of Rating—Coinsur. 
ance and the Three-Quarter Clause. 

New York Board of Fire Underwriters—Rating in 

SUMMARIZATION OF CONTENTS ee 
as The Aubin Schedule—Basis__Experiments—Charges 

The Importance of Rating Shown by State Investiga- for Occupancy, etc. 
tions. Standard Universal Mercantile Schedule__Harmonies 

The Guilds and Conditions Prior to the Great Fire and Principles—Examples—Various Charges and 
of London, 1666. Deductions. 

The Beginnings of Insurance, 1667. Illustrations of Other Schedules—Non-Fireproof— 
Beginning of Classification; Examples of Policies; Fireproof—Theater—Church—Pier—Storage, etc. 
Development, 1667 to 1842. Non-Fireproof Manufacturing Schedule-—An Old Type 

American Colonies__Fire Fighting in the Early Days. —Example of Rating. 

Beginnings of Fire Insurance in America—The First Schedule for Rating Sprinklered Risks—Early Method 


quite fully,-the opportunity has been taken to 
consider the effect on rating of the State, na- 
tion, agent, broker and the many other factors 
that vitally affect the rate, but are not generally 
considered in discussing the question of rate- 
making. 

The scope of this new and comprehensive 
text and reference book can only be suggested 
by a brief summarization of the principal topics 
treated : 


Companies. of Allowance—Special Deductions, etc. 
The Period from 1800 to 1845—Classes—Premiums— Analytic System for the Measurement of Relative 
Rules—Schedules. Fire Hazard (Dean) —Development—Essentials, 
New York Conflagration of 1835—Its Effect on Rates, Experience Grading and Rating Schedule (Richards) 
etc. —Basic Cost—Conflagration Losses—Profit—Other 
New York Conflagration of 1845—Rates, Rules and Hazards Than Physical—Grades of Quality of In- 
Standards Adopted, 1849. herent Hazards__Grades of Exposure—Grading 
Early Rate-Making on the Pacific Coast—Agreement Schedules—Key Rates—Examples of Rate. 
Among Agents, 1861. The L. & L. Rating System (Larter & Lemmon)— 
Pamphlet Published in 1861, Showing Growth in Test Applications—Seven Principles, etc. 


Summarization of Development of Rating from 1667 
to 1925. 
Various Aspects of the Problem of Rate-Making— 


Principles of Rating. 
Methods Followed in Philadelphia, 1852—-Charges-—- 
Classes of Hazards, etc. 
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Organized 1859 # INSURANCE ISSUED 





Tornado Windstorm 
Rent and Rental Values 
Explosion and Riot 
Use and Occupancy 








Western Dept., 207 North Michigan Blvd., Chicago 
































DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL Sprinkler Leakage 
LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE Tourist Baggage 
MAN IN HIS HOME TOWN. THINK IT OVER! 3 Marine It 
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Relations to the Rate of Standard Policy; the Form; 
Clauses; Coinsurance; Acquisition Cost; The State; 
The Supreme Court; The Company; The Agent; 
The Broker; The Insured. 


The Rating Organization—Systems of Rating in the 


United States—The Proposed Uniform Rating Law 
for the United States—What Shall Be the Conclu- 


ot 
sion? ae 
Rating Organizations in the United States and 


Canada. 

In this valuable treatise Mr. Hardy has de- 
scribed the history of rating in fire insurance 
from the earliest times to the present, and 
from this excellent work those who are engaged 
in the fire insurance business or who are study- 
ing the principles and developments of the busi- 
ness may derive all essential knowledge as to 
the methods now in use, or formerly followed 
in the rating of risks. The book contains over 
350 pages, and its price, in handsome and dur- 
able cloth binding, is $6 per copy, with dis- 
counts on quantity orders. 

Annual Meeting of Iowa Fire Prevention 
Associaton 

Des Mornes, Iowa, November 13.—The an- 
nual meeting of the Iowa State Fire Preven- 
tion Association, Friday evening, November 13, 
was largely attended. The president, O. J. 
Davis, was in the chair. Before the business 
session an address was delivered by Richard 
E, Vernor, of the Western Actuarial Bureau 
of Chicago. In the course of his remarks Mr. 
Vernor complimented the association upon its 
excellent record of accomplishment. 

At the business session the following were 
chosen unanimously as the officers for the 
ensuing year: President, Charles D. Wads- 
worth; vice-president, A. C. Hall; secretary, C. 
W. Borrett. Mr. Wadsworth accepted the trust 
committed to him and asked for the same 
loyal support from the membership. 
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Lire Associationof Philada 


Founded 1817 — Lapital $5o09900" 





Ase Victory Gus. Co, (Founded 1919) 
(Founded 1841) nd The Reliance Ins.Co. 
_Capitattiooogeo. each, 
Office: Fourth LWalnutSt, Phila. Pa, 


America torever” 





























FIRE INSURANCE IN ALL ITS CRANES | 
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W. S. Crawford to Address Examining 


Underwriters 

The Examining Underwriters Association. 
New York city, will hold a dinner meeting 
there at Miller’s restaurant on November 19 
The speakers of the evening will be William 
S. Crawford, insurance editor of the New York 
Journal of Commerce, and Louis Harding, 
manager of the Underwriters Bureau of Mid- 
dle & Southern States. Mr. Crawford will 
speak on “Underwriting Human Nature” and 
Mr. Harding will address the gathering on 
“The Use of Inspection Reports” and “Public 
Utilities.” 
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Superior Service 
New Business-Getting Plans 
and Co-operation 
Superior Advertising Helps Including 
the “World Blue-Booklets” 
Electric Flasher Signs 
Policy Stickers — Posters 
Prompt Settlements 
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AGENTS TO GIVE AID 
Rescinding of Farm Rule by S. E. U. A. 
Brings Action by Virginia Association 
RicuMonp, Va., November 14.—An imme- 
diate effect of the South-Eastern Underwriters 
Association’s action in rescinding its mandatory 
farm application rule of August 1, 1925, seems 
to be the uniting of companies and local agents 
in the common purpose of reducing losses on 
farm business. The companies’ main conten- 
tion for justification of the rule was that it 
would lessen losses. Now that the rule has 
been withdrawn, the agents have been asked by 
C. P. Walford, Jr., president of the Virginia 
Association, to redouble their efforts at care- 
ful underwriting of farm risks. The danger 
of over-insurance is warned against. The major 
portion of the Association’s News Letter, is- 
sued yesterday by Mr. Walford, deals with 
this subject, after officially notifying the mem- 
hership of the action taken at Washmegton by 
the South-Eastern Underwriters Association. 
Mr. Walford also calls attention to the Na- 
tional Association’s efforts tv work out a plan 
for underwriting automobiles which will be 
satisfactory to the automobile manufacturers, 

without working detriment to agents. 





“‘Superior Service Satisfies” 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Camttah.. . 6. 6ccns $1,000,000 
Surplus to Policy 

Sooners... ....... 1,752,290 
pe ee 4,543,938 














Has paid losses for 
over 50 years 


J.HARRIS LENKER, President. 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manage.r 
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KANSAS RATE CASE 
Settlement Rejected, Case Goes to 
Supreme Court—Premium Impound- 

ing Continues 


Toreka, Kan., November 14.—The Kansas 
fire insurance rate case is now in the hands of 
the Kansas supreme court. The status of the 
case follows: 

The companies must continue to impound 
premiums until December I. 

The records of premium receipts are to he 
maintained as at present but need not be file: 
with Superintendent of Insurance until further 
order of the supreme court. 

There will be no disbursement of the im 
pounded premiums already collected until aiter 
the decision of the Kansas supreme court. 

The State must file its abstract and brief |} 
January 15. 

The insurance companies must file their ab- 
stract and brief by February 15. The case is 
to be argued to the supreme court at the 
March session. 

The answer of the State to the proposal of 
the insurance companies to settle the rate case 
without an appeal was given when the attor- 
neys for the Superintendent of Insurance filed 
their appeal from the decision of the district 
court. The filing of the appeal was a definite 
statement that the compromise offer had been 
rejected. At the same time that the appeal was 
filed the State gave notice that it wou'd ap 
ply to the supreme court November 11 for am 
order to stay the proceedings in the district 
court and continue the impounding of premiums 
until the final order of the supreme court. 
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Hail Mutuals Criticized 

Des Mornes, Iowa, November 14.—The Farm 
Bureau Federation of Iowa has been appraised 
of the difficulties encountered by farmers who 
are carrying hai! insurance, mostly through 
mutual concerns. Never a season passes but 
what misunderstanding and _ disappointment 
develop at some stage. Irresponsible agents 
make all manner of promises and pledges and 
some of the mutuals, through their officials, 
make claims that are impracticable of fulfill- 
ment. Dean W. Peisen, of Eldora, who 
brought the matter before the farm bureau, 
says that: “In making applications for hail 
insurance farmers have signed the application 
thinking it was for but one year only, to find 
when the policy comes to them that they have 
taken out insurance for five years. Some of 
them never find it out, for hardly anyone ever 
reads all the fine print in an insurance policy 
of any kind and they then take out other in- 
surance the following year in some other com- 
pany. The company then brings action for the 
deferred payments and practically all suits for 
the deferred payments are brought in the 
municipal court in Des Moines and the in- 
sured is obligated to go to Des Moines to de- 
fend.” 

Mr. Peisen has had numerous parties come 
to him with complaints along this line and he 
suggests as a remedy that the farm bureau 
of the State endeavor to secure the passage 











The interest displayed by many financial trust companies, building and loan associations 
and business houses in statistics showing the private bankers and stock brokers, manufac. 


condition and progress of fire insurance com- turers, contractors, lawyers, merchants Mort 
. ‘ j 
panies has been demonstrated by numerous let- gage companies, auditors, investment compa- 


ters from business concerns which annually nies, general publishers, public officials, credit. 

purchase the Fire Insurance Policyholders rating institutions, and many other important 

Pocket Index, some of which letters have been businesses. 

published in THE Specraror. It has been the custom of many fire ingyr- 
The list of subscribers to that publication in- ance companies, agents, general agents and 

cludes railroads, national banks, savings banks, brokers to broadly distribute the Fire Insyr. 





LASTERN SIANUFACTURING COMPANY 


stusrrwwess “Lasico Jine Nriling Papers MILLS 
siden ¢ BANGOR, MAINE 
AND 


HENRY J. GUILD : 
hice President BXECUTIVE OFFICES L'NCOLN, MAINE 


BO FEDERAL STREET 
BOSTON, SIASS. 


Mr. Arthur L. J. Smith, President 
The Spectator Compsny, 
135 Williem St., 

New York, N.Y. 


Dear Sir :- 


Answering your request of Mey 26th as to 
What use we put the two indexes that you send to 
. one on Wire Insurance and the other on 
asualty Surety, Insurance etc., we make occasionsl 
use of them to refer when we have any question 
arise as to the condition of the comvsnies in 
Wnich we ere insured. 


: As all of ow insurance is placed thru 
Mire Chas. A. Waele, of course we do not have as 
much use for the book as he probably has. 
Undoubtedly, he has a copy of it. — 


Very tmly yours, 


TVAMNENT 1 ie 
tur. TANURACTURTIG 30 
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of a law making it mandatory on the part of Smoke and Cinder Club Elections 
the company endeavoring to collect on sucn John E. Sautter, St. Paul Fire and Marine, 
policies to sue the insured in the county in was elected president of the Smoke and Cinder 
which the insured lives. A committee was Club of Pittsburgh for the coming year, at the 
appointed by the farm board to investigate the club’s annual meeting held November 9, at the 
proposition further. Hotel Henry, Pittsburgh. Other officers elected 
were: Walter E. Volbrecht, Yorkshire, vice- 
PP ssa veg hi Rome, Italy, the Gen- president; C. A. Ludlum, Jr., Great American, 
is believed ae See a ate eee yey emia re iy aig a, i 
ness in this country several years ago, has been for- Fire, treasurer; Paul J. Mullen, Phoenix o! 
London, Frank V. Fodell, Pennsylvania Fire, 


bidden by ministerial decree to take on any new 
yusiness. and Walter A. Bell, membership committee. 
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ance Policyholders’ Pocket Index so as to reach 
thousands of their customers. This is a wise 
proceeding, and if all companies could be per- 
suaded to act in concert in furthering the dis- 
tribution of the Fire Index, the best interests 
of insurance would be advanced. Leading un- 
derwriters have long held the opinion that the 
public should be more fully informed as to the 
small profit margin in fire underwriting and 


the facts are shown in the Fire Index. The 


interest of the public in the standing of fire 
insurance companies is evidenced by many let- 
ters, which The Spectator Company has on 
file, who appreciate the 
value of the Fire Index as a work of reference 
and testify to their use of it in the conducting 
Many of these letters have 
been printed from time to time in THE SPEcTA- 
the Two 


from policyholders 


of their business. 


TOR during several months. 


past 
oat 
more of them are presented below. 


Chomson, fen & Co. 


MEMBERS NEW YORK STOCK EXCHANG 





Mr. Arthur L. J. Smith, 
The Spectator Company, 
135 William Street, 

New York City. 


Dear Mr. Smith; 


56 PEARL STREET 


E MEMBERS HARTFORD STOCK EXCHANGE 


HARTFORD, CONN. 


June 18, 1926. 


President, 


It is our business to deal in securi- 


ties and to give investment information. 


We use 


your various pocket manuals to see what financial 


progress certain compnaies have msde. 


of them we can get, a fair 
tain company is doing. 


By the use 
idea quickly of what a cer- 


We use the books a great deal 


but we always check up material taken from them before 


sending it out over our name. 


figures correct « « 


Ordinarily we find the 


Very truly yours, 


THOMSON, FENN & CO. 


ELN:N 


Statistical Department. 








E. G. Snow Funeral 

The late Elbridge Gerry Snow, president of 
the Home, was interred Wednesday of last 
week at Woodlawn cemetery. Services were 
held in the Church of the Ascension, where the 
Episcopal burial service was read. Friends, 
business associates and insurance men from all 
over the country crowded the church. 

Honorary pallbearers selected from corpora- 
tion boards of which Mr. Snow had been an 
officer or director were: Lewis L. Clarke, W. 


P. Dixon, E. H. Gary, John Claflin, William 


I. Washburn, F. C. Buswell, Walter H. Ben- 
nett, F. E. Packhurst, John J. Pulleyn and 
Seymour M. Ballard. 


A. T. Roddy Will Continue in Business 

Des Mornes, Iowa, November 14.—In 
announcing the purchase of the insurance busi- 
ness formerly conducted by John P. Murphy 
and A. T. Roddy by Olmsted & Olmsted, Inc., 
the statement was made that Mr. Roddy would 
retire from the but he 
states that he has no such intention. 


insurance business, 


2I 


ATWOOD CHANGES OWNERSHIP 


Henry W. Brown & Co. Interests Acquire 
Two-Thirds of Shares 


The Atwood Fire Insurance Company is to 
be added to the fleet of companies represented 
by Henry W. Brown & Co., of Philadelphia 
and New York. Announcement has been made 
by Brown & Co. that interests connected with 
them have made an offer to purchase the At- 
wood Fire stock and that the offer has been 
accepted by more than two-thirds of the share- 
holders. The minority stockholders have un- 
til November 30 to take the same offer. 

The Atwood has a capital stock of $850,000 
and will add considerable strength to the fleet 
represented by these interests, which now con- 
sists of the Century of Edinbnurgh, the British 
General of London, and the Liberty Bell of 
Philadelphia. Charles S. Conklin, underwrit- 
ing manager for the fleet, will also do the un- 
derwriting for this company. 

The company has been in existence for about 
seven years, having been organized by inter- 
ests controlling the Preferred Accident Insur- 
ance Company, and doing a conservative busi- 
ness in connection with this company, has in- 
creased its original surplus from $300,000 to 
over $550,000. It has 140 agents and operates 
in about a dozen States. Several of the pres- 
ent directors of the company will remain with 
it, so keeping up its former close relations with 
the Preferred Accident Insurance Company. 


H. M. Fenton Resigns 

Boston, Mass., Nov. 16.—Henry M. Fenton, 
for many years local manager at Boston for 
the Liverpool and London and Globe, has ten- 
dered his resignation, as of December 31, and 
the company announces that it has “accepted 
with regret.” Mr. Fenton’s desire to be re- 
lieved of his managerial duties and responsi- 
bilities is entirely due to the ever-increasing 
demand of his direct personal business upon his 
time. He will continue to be intimately con- 
nected with the Boston branch by maintaining 
his private office at the present location, 40 
Broad street. Kenneth H. Erskine, who was 
recently selected to assist Mr, Fenton, will on 
January 1 succeed to the position of local man- 
ager, which has been held so successfully for 
the past fifteen years by Mr. Fenton. Mr. 
Erskine was a special agent in Boston and 
Massachusetts for a number of years, and was 
selected early this vear to fill a similar position 
with Liverpool and London and Globe. He 
has a wide knowledge of the business, is well 
known in insurance circles in Boston, and is 
well equipped to undertake his new duties. 


Goes With Agency Association 
A. L. Wilson has been appointed associate 
editor of the American Agency Bulletin. He 
will assume his new duties shortly. For some 
years Mr. Wilson has been connected with the 
Eastern Underwriter, covering the casualty and 
surety field. 


—The National Board of Fire Underwriters has 
issued the October supplement to the April, 1925, 
List of Inspected Electrical Appliances. 
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NEAL BASSETT, President JOHN KAY, Vice-President 


HEAD OFFICES: NEWARK, N. J. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 


JANUARY Ist, 1925, STATEMENTS 
FIREMEN’S INSURANCE COMPANY OF NEWARK, Organized 1855. 


ASSETS LIABILITIES NET SURPLUS 
$15,123,531.91 $8,536,871.80 $3,586,660.11 $6,586,660.11 
THE GIRARD FIRE AND MARINE INSURANCE CO., Organized 1853 
$5,474,032.20 $3,213,098.14 $1,260,934.0 $2,250,934.06 
MECHANICS INSURANCE CO. OF PHILADELPHIA, Gnesnient * 1854 
$4,175,490.93 $2,575,127.95 $600,000 $1,000,362.98 $1,600,362.98 
NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., Pe 1866 
$5,252,813.31 $3,751,385.75 $ 00 $501,427.56 $1,501,427.56 


PHILADELPHIA, PA. 
DEPARTMENT OFFICES 
Western Department, CHICAGO, ILLINOIS, WAITE BLIVEN, Vice-Pres. and Manager. 
General Agents for Southern Territory: 
Florida, Loren H. Green, Jacksonville; Maryland, Poor & Alexander, Baltimore; Texas, Cravens, Dargan & Co., Houston, 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 


Pacific Department, SAN FRANCISCO, CAL., W. W. and E. G. POTTER, Managers 


— 


A. H. HASSINGER, Secretary WELLS T. BASSETT, Secretary 


SURPLUS POLICYHOLDERS 


PITTSBURGH, PA, 

















FIDELITY ann SURETY BONDS 


ACCIDENT, HEALTH. BURGLARY, AUTO- 
MOBILE, LIABILITY, PLATE GLASS AND 
WORKMEN’S COMPENSATION INSUR- 
ANCE, 








CAPITAL, $2,450,000.00 
ASSETS, $8,358,829.722 SURPLUS TO POLICYHOLDERS, $3,468,675.94 


Union Inpemniry 
ssi. Compan 


Great Eastern Department 
100 busy ah Lane 








Full Home Office co-operation enables our agents to 
succeed, 
Desirable territory open to men of ability. 


ASSETS OVER SEVEN MILLIONS 
INSURANCE IN FORCE OVER FIFTY-FIVE MILLIONS 


The Capitol Life Insurance Company 
CLARENCE J. DALY, President. DENVER, COLORADO 


Thursday 























NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


*OSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


FRANK G. fee HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


W. £. RAY, Special Ageut 
Terre Haute, Ind. 


Springs, Penn. 7 W. Lake St., Minneapolis, Minn. 





C. C, CRANDALL, Special Agent ERIK LINDSKOG Special Agent 
Cambridge 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 

























FIRE AND LIFE 


aASSURANCE CORPORATION, Ltd. 


ee United States Manager: 


GENERAL. BUILDING, 4m & WALNUT STS. 
PHILADELPHIA 


(jeneral, ccrdent 














1824 1925 


Over A Century Old 
UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 











Great American 
InsuranceCompany — * 


em New Pork 


Your Your 


Compan 
steal INCORPORATED - 1872 Company 


wae oneal 1,1925 


$12, 500, 000.00 


VE FOR ALL se LIABILITIES 


21. 338, 962.19 


ET SURPLU 


14, 337, 235.32 
48,176.197.51 


LOSSES PAID POLICY HOLDERS 


$164,897,335.64 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$26,837,235.32 


Home Office, One Liberty Street 
New York City 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 
GC. R. STREET, Vice-President GEORGE H. TYSON, Gen’l Agent 
W. L. LERCH, Manager 210 Sansome Street 
310 S. Michigan Ave., Chicago, Il. San Francisco, California 
BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 
MARINE DEPARTMENT 


NEW YORK—Wwm. H. McGee & Co., General Agents, 15 William Street 
SAN FRANCISCO—George L. West, Manager, 220 Sansome Street 
CHICAGO—Wwm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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NEW YORK SURVEYS 

Fire Limits for New York City.—The most 
sensible suggestion, and the only one worth 
while that has been made in regard to the de- 
plorable type of building that has been erected 
in the city of New York for private dwellings, 
is that the entire city shall be put in fire limits. 
This would mean that no frame buildings could 
be erected. All new construction would have 
to conform with the type adopted, and in due 
time, as the old frame buildings wore out, they 
would be replaced by buildings which, if not 
freproof, which is too much to hope for, would 
at least be of ordinary construction. The claim 
has been made, and perhaps with some reason, 
that the reason Philadelphia has never had a 
conflagration is the fact that from the begin- 
ning it has been a brick city. Another thing, 
of course, has helped Philadelphia, and that is 
that in addition to being a brick city it has had 
so many of those small independent homes. 
The claim is frequently made that to put New 
York city within the fire limits would be to 
prevent its growth. That is a mistake. New 
York city grows too fast to permit any in- 
ferior construction to be erected within its 
borders. No one would have surmised ten 
years ago that there would be acres of the in- 
defensible type cf dwellings that have been 
erected. Had the rule as to fire limits been in 
force this would not have happened. 

Sprinkler Department.— Bulletin No. 2269 
of the sprinkler department of the New York 
Fire Insurance Exchange, reports the installa- 
tion of three equipments, with their protection 
graded as follows: One, 100 per cent; one, 
80 per cent; one, 40 per cent. 

The Non-Inflammable Film.—The general 
opinion that this type of film will not burn 
hardly appears to be borne out by some ex- 
periences in connection with losses. It is diffi- 
cult to ignite, but once ignited, and where there 
is quite a volume of film present, it apparently 
burns with zeal and thoroughness. A small 
amount of this film would appear to be all 
tight, but when in any large quantity it is put 
into a building it should have the safeguards 
of other kinds of films, 

A Stimulus to Fire Prevention.—A recent 
publication has called attention to the fact that 


FIRE INSURANCE TOPICS 
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there is an engine company in New York city, 
No. 17, located at 91 Ludlow street, which 
during the year 1924 responded to 1288 alarms. 
Is it any wonder that New York city has a high 
burning ratio? There are many large cities of 
Europe that do not have this number of alarms 
in two or three years put together, and yet 
a comparatively small section of New Yiark 
city, densely populated, to be sure, piles up the 
enormous total of 1288 alarms. This ought to 
be a stimulus to fire prevention. 


PHILADELPHIA NOTES 

Insurance Society.—In the past ten and 
one-half months many improvements have 
been made in the conduct of Insurance Society 
activities here, due almost entirely to the 
capable direction of the new president, Harold 
V. Smith. Just about a week ago a new order 
of things was evolved in the Society dining 
room, and every one has been extremely 
pleased. Good food with excellent service is 
the result. The weekly educational meetings 
undertaken last spring, and so much ap- 
preciated, will be one of the fall attractions. 
They are expected to be resumed soon, the 
speakers to be of the same high character as 
previously. Last night another one of those 
sociable evenings so well remembered by all 
who have attended “Monte Carlo Night,” was 
enjoyed by about one hundred and fifty mem- 
bers, with plenty of room for more had they 
attended. Rumor also has it that the annual 
banquet of the Society will be held January 
25 next in the Bellevue-Stratford hotel, and 
that a nationally known speaker of great ability 
will make the principal address. In addition 
to all the above it seems as though at last 
something definite with respect to the society 
library taking on new life is in progress, and 
within a week or two an important announce- 
ment regarding it will be made. The society 
has experienced its greatest year, and as there 
is no doubt of the re-election of President 
Smith to another term in office the members 
will reap greater benefits next year as the 
result of the pioneering done in 1925. It is 
hardly necessary to remind anyone that Mr. 
Smith is also the very capable secretary and 
manager of the Franklin Fire here. 





Insurance Federation—On 
this week the new offices of this great organ- 
ization were thrown open to the insurance 
fraternity, everyone being much pleased with 
the large, light, airy, commodious quarters of 
five rooms and private hall on the fourth floor 


Monday of 


of the Insurance Exchange building, 138 
South Fourth street. In these rooms the fire, 
casualty, fidelity and surety, as well as the 
accident and health sections of the Insurance 
Advisory Board of Philadelphia, will be held 
every Wednesday. The Insurance Federation 
has grown to great proportions under the 
capable guidance of its officers. Chairman of 
executive committee, H. K. Remington, Phila- 
delphia manager oi the A<tna companies, says: 
“T expect to see the Federation continue to 
grow in its importance to the insurance busi- 
ness and the insuring public. These new of- 
fices provide suitable surroundings to success- 
fully prosecute this work.” 


BOSTON AND VICINITY 

Heads Boston Board.—William Gilmour, 
senior member of the Gilmour, Rothery & Co. 
agency of Boston, was elected president of the 
Boston Board of Fire Underwriters at its an- 
nual meeting last Tuesday. Walter S. Gierasch 
was elected vice-president, F. Elliot Cabot was 
re-elected secretary and treasurer, and Wil- 
liam H. Winkley was re-elected manager. The 
annual reports showed that the Board had had 
a very busy year, with daily reports and en- 
dorsements handled in excess of 1,100,000. In- 
spections were increased over a similar period 
of last year, and in all departments it was 
demonstrated that the Board had been active. 

Resigns Exchange.—C. M. Goddard, for 
many years the most prominent single factor 
in rate making in New England, efficiently 
carrying on his work as secretary of the New 
England Insurance Exchange, has resigned, as 
of January 1, His resignation has been ac- 
cepted by the executive committee and Ralph 
Sweetland has been selected to succeed him. 
Mr. Goddard is in his seventieth year, and felt 
justified in asking for relief from his arduous 
duties. He is provided a suitable retirement 
allowance, and will continue to have an office 
at the Exchange and his counsel will be avail- 
able. Mr. Goddard was with the Exchange 
for some thirty-five years, and his services 
have been of the greatest value to the business 
locally and generally. Many company execu- 
tives consider him an outstanding figure in 
rate making throughout the country. 
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Prominent Agents and Brokers 





Actuarial 





Actuarial 








LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 

Fidelity Phenix Fire United States Fire National Fire of 

of New York of New York Hartford 

Automobile of Hart- National Liberty of New Amsterdam 
New York Casualty Co. 

= of New State of Penn. Indemnity Company 

Stuyvesant of New of America 


Rational Union of York 
Pittsburgh BROKERS’ LINES SOLICITED 

















COPELAND and COTHRAN 


“CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 











Actuarial 








Established 1865 by David Parks Fackler 
EDWARDB. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 





Conservation Specialists 


The Otis Hann Company, Inc. 
‘‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 
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L. A. GLOVER & CO, 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 

















JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 

165 BROADWAY NEW YORK CITY 





SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA, 





























Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 
Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 

Reorganization. 


75 Fulton Street New York 





E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


Adjuster 























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 





SANBORN & SLOAN, Ltd. 


AUTOMOBILE INSURANCE 
ADJUSTERS 
Anywhere in Province of Ontario, Canada 
401 ROYAL BANK BLDG., TORONTO, ONT. 























A. SIGTENHORST, F.A.I.A. 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 





F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 





Statisticians 























FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Royal Union Bldg. 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. ——- TENNESSEE 
10 Jackson Place, N. W. it Life B g 











Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 


and relieve you of the pressure of annual 
statement filing 

We are also “equipped to prepare caf- 
cellation and reinsurance schedules, of 
handle any job where the use of tabulat- 


ing machines or comptometers is de 
sirable. 


Phone: JOHN 1090 





50 John St. New York City 
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ted Director of New York Title and Insurance Men at Luncheon of Methodist Unique Life Insurance Plan 
ae Mortgage Ministers’ Sons A new plan of protecting investments by 


w. Averill Harriman was yesterday elected 
q director of the New York Title and Mort- 
gage Company. Mr. Harriman’s firm, W. A. 
Harriman & Co., Inc., has for some time past 
been substantially interested in the New York 
Title and Mortgage Company. Mr. Harri- 
man’s brother, E. Ro'and Harriman, is a di- 
rector of the American Trust Company, an 
affiliated institution. 

Mr. Harriman is also a member of the board 
of directors of the American Ship and Com- 
merce Corporation; American Railway Ex- 
press Company ; Atlantic Fruit Company; 
Guaranty Trust Company ; Illinois Central 
Railroad; Los Angeles and Salt Lake Rail- 
road: Merchants’ Shipbuilding Corporation; 
National Surety Company; Union-Pacific Rail- 
road: United American Lines, Inc.; W. A. 
Harriman & Co., Inc.; Wright Aeronautical 
Corporation. 


Eagle Indemnity Progressing 


The financial statement of the Eagle Indem- 
nity Company, New York, as of September 30, 
1925, shows $4,067,654 of admitted assets, and 
a surplus to policyholders of $1,305,401, includ- 
ing $750,000 capital. These figures represent 
an increase of $1,062,000 in assets, and $28r,- 
000 in surplus since January I, 1925. 


W. J. Kelly Made Resident Vice-President 
at New York 

F. Highlands Burns, president of the Mary- 
land Casualty Company, Baltimore, has an- 
nounced the appointment of William J. Kelly 
as resident vice-president at the organization’s 
New York city branch office. 
takes effect immediately. 


The promotion 


F. Spencer Baldwin, president of the Guar- 
anty Fire Insurance Company of Newark, N. 
J.; Dr. Charles B. Piper, medical director of 
the Guardian Life Insurance Company of 
America, and Ernest V. Sullivan, assistant edi- 
tor of THe Specrator, represented the insur- 
ance business at a luncheon at the Bankers 
Club, New York, on Tuesday of the Society 
of Sons of Methodist Ministers. Dr. Piper 
was appointed on a committee which 
arrange for the underwriting of the central 
three of the five pulpit windows of the Broad- 
way Temple. 


Losses Mount Faster Than New Business 
in Indiana 

INDIANAPOLIS, IND., November 13.—Although 
fire underwriting on all classes of property in 
Indiana for 1924 showed an increase of $500,- 
000 over the year before, in the amount of 
business written, losses for 1924 exceeded those 
of the previous year by $1,799,000. These com- 
parative figures are set out in a compilation 
by Thomas S. McMurray, Jr., Indiana Insur- 
ance Commissioner. 


Commission Conference 

Mass., Nov. 17.—The conference 
on the commission situation in New England, 
which has been hanging fire for some time, was 
held last week between a special sub-committee 
of the New England Advisory Board, which is 
made up of the officers of the several New 
England State associations of agents and the 
New England committee of the Eastern Union, 
of which Guy E. Beardsley of Hartford is the 
chairman. A frank discussion was held of the 
whole New England situation, both as ‘regards 
commissions and other matters. At the con- 
clusion of the conference, Chairman Beardsley 
stated that his committee would report back 
to the companies at an important conference 
which was to be held in New York this week, 


Boston, 


will’ 


double the amount of investment through a life 
insurance policy is being worked out in Kan- 
sas. The Farmers and Bankers Life Insurance 
Company of Wichita, Kan,. has written a pol- 
icy for one and a quarter million dollars for 
the Boyle American Potato Company of 


. Wichita. 


The Boyle company is one of the oldest po- 
tato organizations in the country and is known 
everywhere among commission merchants. It 
has found a need for six hundred thousand dol- 
lars additional capital. Orville Boyle, presi- 
dent of the company, was working on the in- 
surance plan for a Methodist hospital when the 
thought struck him that the plan would be 
workable for his business and would be useful 
in the sale of the stock. 


The company is selling six hundred thousand 
dollars’ worth of units in the company. Each 
unit is a share of $250 of the stock of the 
company. But with each unit which the com- 
pany sells it will give to the shareholder a life 
insurance policy for double the amount of his 
investment. The company will pay the pre- 
mium each year and will own the master pol- 
icy, each unit holder being given a certificate 
of stock and a certificate of insurance when 
the full subscription is paid. In the event of 
a death of a buyer before the full subscription 
is paid the insurance company will pay what- 
ever balance may be due the company on the 
stock and pay the remainder to the estate. 


This plan of insurance was worked out by 
Ransom Stephens for the Farmers and Bank- 
ers. It was first used in building the York 
Rite Temple at Wichita, when 2200 Masons 
subscribed one million dollars for the building 
and received double the amount of the subscrip- 
tion in life Several claims have 
already been paid under this plan. The Lib- 
erty Life of Topeka then worked a similar plan 
for the Masonic Temple of Topeka and the 
plan has been used successfully before. 


insurance. 





INSURANCE STOCK QUOTATIONS 
The table below was corrected for Tur SpecraTor by the firm of Noble 
& Corwin, New York, who make a specialty of this class of securities. 


New York and Hartford Casualty and Surety Stocks neat Ro Sass 
Capital Hastlotd Fite... cs iccccec 
(000 Omitted) Bid Asked Dividend Rate Wane ys ees Sat 
Aetna Casualty and Surety........ 000 825 859 1207 Merchants Fire.com...... 
Aetna Life... s,s ¥d ee ae §10°000 1335 1350 120] Merchants Fire, pfd....... 
American Surety...........0cc0e0 *5,000 181 183 6QD 31 National Liberty......... 
Fidelity and Casualty. ............ M4000 128 133 4QJ National Fire............ 
artford Steam Boiler............ A2.500 66 re 15 QJ Niagara..............-.. 
Metropolita Nalfee ook cn cos 750 85 a0 4 J&JT 18 Wortlt Rivet oo 6055 ce cises 
National Surety...........000000. B10,000 216 219 9QJ2 Northern............ 
New York WCASHAEE : 2. cisco x neceene 750 93 97 40M 31 WCU sa scauidis cern de aeies 
Prefe red Accident........----+--. 1,400 700 730 18 Mo WRENS ei ciacne oe seca asad 
I io es vn uanoceeccs $10,000 1410 1420 D16Q] | Stuyvesant.............. 
United States Casualty............ G1,000 340 355 10 QJ 2 United States. ccc cscs 
Valcan. ec ee Meee eee noes 
*Par $50. + Par $25. t Cap. inc. from $7.500 in Aug., 1923, at $100. §100% stock div  Westchester............+. 
pel = A Cap. ine. from $2,000,000 by stock div. B Cap. inc. from $7,000,000 by * Par $50. + Par $25. 


22 6-7%. D4% extra July, 1923, and 1% 


922, par value $25. 


All the above stocks have a par value of $100 except as otherwise noted. 


New York and Hartford Fire Insurance Stocks 


Capital : 
(000 Imitted) Bid 
Aetna Wnetifance Col .es.ocsacecees 5,000 680 
American Alliance... ... 1.1.1. 1,000 3800 
Ssurance Co. of America.......... 2,500 175 
Bankers and ME DEIGEG €: <5 6, 6,5. 56: sieve 1,000 250 
MY OF New York... 5.00.00 csens 1,000 28 


i 6% extra Jan., 1924. 
ne. by stock div. Dec., 1922. M Cap. inc. from $2,000,000 by 100% stock div. Nov., 


Commonwealth 
Continental 
Fidelitv-Phenix 
Franklin 


Globe and Rutgers... 





G cap. stock dividend. 


November. 


value com. changed to $25. 


Asked Dividend Rate 
600 24 OJ 000 by 50% stock div. Apr 1, 1923. 
310 20 OF 15 value reduced to $25, Oct., 1922. 
ees 8 F&A 1 ne. from $4,000,000. April, 1922. 
ea 10 OM 1 X 5% or $l extra May 1, 1923 
290 12J&J 


25 


Gene Paes so ouccccwae cls 





A Cap. inc. from $3,000 in Dec., 1922, at $100. 
$500,000 Dec., 1923, at $125. 
F Cap. inc. from $1,000,000 Dec., 1923, at $30. HC 
000.000 by stock div. 25%, Nov., 1922. J 1% extra each div. period. K C 
from $2,000,000 by stock div. Dec., 1922. 
stock div. June, 1923; com. $600,000 to $7.500,000: prfd. $100,000 to $250,000; par 
O Cap. ne. from $12,000,000 by 50% stock div. Dec., 1922. 
P Cap. inc. from $1,000,000 June, 1920; 50% stock div.. 50% sub. $31.25. 
from $1,400,000 and Colonial Assurance merged Dec., 1922. 


7 eae 500 400 ‘pies 10532 
ea aK 2 +10,000 126 130 6 Jey 12 
AS U5,000 170 17 6 Jey 1° 
cn corked +1,000 175 189 7 J&R 
site 1,000 38 40 2.40 OF 
Eyre V3,500 1,459 1,590 2.40 OF 31 
Saran H12.500 292 297 16 OF 15 
ales uae 71,500 190 198 5 OJ 2 
pendence Ws,000 675 685 20 OF 
Ph bias ee 018.000 356 360 18 J&J 
Re Aer N750 140 5.50 OF 
aaa N250 10) 110 7 OF 
eee tee: #1500 220 arty 8 J&J 15 
Sica ese ce. Y3,000 760 770 20 OF 
eriedees *K3,000 259 255 8 J&J 14 
ais oaeeen P+2,000 112 116 30M 15 
eae C1.000 265 275 10 J&J 
Rate +400 220 250 L 6 OJ 
ncaa A5,000 605 615 24 OF 
Oe: 700 215 220 6 OF 
a eee J R2,000 138 143 4QOF 1 
ore 200 85 wa 6 A&O 
aerate eee tF1,500 44 46 E2QF1 
tPar$lv. J Par $20.U 5% or $1 extra, May, 1923. § Ex- 


C Cap. ine. from 
E1% %&% extra February and August; 1% extra May and 
ap. inc. from $10,- 
ap. inc. 


L $1 50 extra April, 1924. N Cap. inc. by 


R Cap. ine. 
T Cap. inc. from $1,000,- 
U Cap. inc. from $2,500,000 by sale at $35; par 
V Cap. inc. by 400% stock div. Dec., 1922. W Cap. 
Y Cap. inc. from $2,000,000 by sale at $200 in 1924. 
r Ex Rights. 


All the above stocks have a par value of $100 except as otherwise noted. 
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At Home or Travelling 
your prospects will read 


your advertisement 


Your best insurance prospects read 
The Saturday Evening Post regularly. 
That is why we use it to advertise our 
agents’ business. 

Every reader of the Post will see the 
Hartford’s advertising. Look it up in this 
week’s issue and you will see why. Adver- 
tising like this pays. It is one of the things 
that make a Hartford connection of 


ever increasing value to live local agents. 


HARTFORD FIRE 
INSURANCE CoO. 


Hartford, Conn. 


The Hartford Fire Insurance Company and the 
Hartford Accident and Indemnity Company write 
practically every form of insurance except life 




















RATING IS THE VITAL FACTOR IN FIRE INSURANCE 
AND IS ONE OF CONSTANTLY INCREASING 
IMPORTANCE 


THE MAKING OF THE 
FIRE INSURANCE RATE 


EDWARD R. HARDY 
Asst. Mgr., New York Fire Insurance Exchange 








THIS IS THE FIRST BOOK DEVOTED TO THE SUB- 
JECT OF RATING EXCEPT THOSE WRITTEN 
TO EXPLAIN SOME SPECIAL SYSTEM 








Details of present-day rating methods are fully discussed, 
and consideration is given to the effects on rating of the State, 
nation, agent, broker and many other factors bearing upon 
premium rates. 


THOSE WHO NEED THIS BOOK—AND WHY 


The volume should find a place on the desk of the student, 
the buyer and the seller of insurance, because its aim is to 
explain the ever-present problems of rate-making and _ the 
methods taken to solve them. 

The book should find a place on the desk of the executive, 
because the problem of rate-making is one that never is at rest. 
Thus a convenient book of reference, which is at the same time 
suggestive, will assist in answering the questions that arise. 

The field man who finds himself more and more compelled to 
know about the making of rates can in this book find, if not the 
answer to his specific question, certainly a suggestion that will 
prove helpful. 

The local agent finds that he is expected to know more about 
the subject of the making of the fire insurance rate than he is 
about a similar phase of any other branch of the business. 

The adjuster needs in most cases to be informed of the inclu- 
siveness of the rate, when considering the liability of the com- 
pany for which he is called upon to settle a loss. 

The real estate man, who so often writes insurance with his 
business, will find this work of assistance, not only in helping 
him with immediate problems, but as suggesting points for 
developing business as well. 

The economist is, in increased measure, coming to appreciate 
the highly important part played by fire insurance. As the 
form of property insurance which was the earliest to become 
established, after marine, and the form which today is universally 
used, it demands a consideration that cannot be freed from the 
manner in which the sums paid are distributed and collected. 

The book is commended to all public, educational, and 
legislative libraries dealing with economic subjects. The 
librarian will have no other one book on the shelf that deals 
with the subject in its many phases. 

In this valuable treatise Mr. Hardy has described the history 
of rating in fire insurance from the earliest times to the present, 
and from this excellent and comprehensive work those who are 
engaged in the fire insurance business or who are studying the 
principles and developments of the business may derive all es- 
sential knowledge as to the methods now in use, or formerly 

followed in the rating of risks. 


THE MAKING OF THE FIRE INSURANCE RATE 


is handsomely and durably bound in maroon cloth 
with gold lettering, and contains over 350 pages. 


(In Press) 
Price, $6. per Copy 
Discount on Quantity Orders 


THE SPECTATOR COMPANY 
PUBLISHERS 

135 William Street 
NEW YORK 


Insurance Exchange 
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The Effect of Manner and Mental Attitude 


By Wittram C. Morton 


Registrar, Life and Casualty Insurance Company of Tennessee 


There is no question but what the manner 
and mental attitude of the salesman of life in- 
surance have much to do. with his success. 
Really, it has more to do with the closing of 
a sale than one would think upon first reflec- 
tion. A man’s success in any undertaking will 
depend very largely upon what mental attitude 
he takes toward the work in hand. I do not 
care to purchase a suit of clothes from a 
clothing merchant who exhibited a disinterested 
attitude and whose manners were in any sense 
apologetic. I like to deal with the man who 
is proud of his wares. Other people are the 
same because human nature is everywhere 
practically the same. There is no question but 
that this is just as true in the selling of in- 
surance as in the clothing business. The real 
“Go-Getter” is the one who thinks he has the 
best line of policy contracts on the market, and 
that his company is the best. This by no means 
infers that he ought to “talk down” his com- 
petitors. 

No salesman should ever approach a pros- 
pect with a timid, apologetic attitude. He 
should not do this because it means to the 
Prospect a lack of self-confidence. Know be- 
forehand just what you want to sell, what 
needs you wish to fill, and how you are go- 
ing to go about it. Go to your prospect with 
a program in mind, and meet your man on 
the ground of knowing your business and you 
will be conveying to him the idea that you 
know what you propose to do. This begets 
confidence on the part of the prospect and this 
is absolutely essential to the success of any 
msurance man. Have no uncertainty in your 


mind as to what you have called for and leave 
no doubt as to your ability to serve. 

One of the greatest banes with which in- 
surance men will have to contend is that of 
fear—of not making the sale. 


And this is 


where the effect of mental attitude comes in. 
Learn to entertain no fears about not making 
the sale. Take all that for granted. And by 
all means, never let your prospect get the 
faintest idea that you think he is not going 


to buy. You do not have to tell him your 
thoughts. Your actions or manner will tell 
that. Manner is therefore important. A news- 


boy comes to my office every day and many 
times sells me a magazine or newspaper, largely 
because of his manner and mental attitude. He 
comes to my desk and places the paper down 
in front of me and, by his manner, lets me 
know that it is perfectly understood with him 
that I have already made up my mind to buy. 
He does not ask me if I am going to take a 
paper or magazine to-day. But he assumes 
that I am, and I have gotten in the habit of 
patronizing him because of this mental attitnde 
of self-confidence. The agent should have this 
goal in mind: Develop consciousness of your 
value to your prospect before the approach 
is made. 

IT would like to impress every debit man 
with the fact that his prospect will place no 
higher valuation upon his services than his 
manner will indicate. This so-called science 
called “Mental Telepathy” is not all “bunk,” 
although I am not one of its advocates. But 
I have had enough contact with people to know 
that the mental attitude we assume toward 
others has a very great deal to do with what 
they think of us and our profession. When a 
man calls on me, full of vim and vigor and 
enthusiasm and optimism, there seems to be a 
spirit of usefulness and brotherly love present 
that has a power about it which I am unable 
to describe. There is an old Proverb or Bib- 
lical saying that says: “As a man thinketh in 
his heart, so is he.’ Our friend Coue has 
modernized it and his prescription reads: “Day 
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by day in every way, I am getting better and 
better.” A more recent version would more 
than likely say: “As we think toward others, 
so will they think toward us.” But the thought 
I wish you to get is: People are going to 
judge us largely by our manners and mental 
attitude. If we present a timid, apologetic atti- 
tude, we will very soon receive a cold, gruff, 
“No, I don’t need any insurance.” But if we 
assume just the opposite attitude, it will be: 
‘Yes, write me up.” This may not work in 
every case, but it will in most of them. I 
do not mean to stress the mental attitude too 
much, at the expense of preparation and a love 
for your debit. A man can radiate all kinds 
of enthusiasm and optimism and know nothing 
about his proposition; not be prepared to an- 
swer objections and meet obstacles, and be 
nothing but a “fizzle” as far as a salesman is 
concerned. I do not say that mental attitude 
alone will make a good debit man, but it will 
go a long way. At any rate, a man with the 
right attitude and a desire to work, will suc- 
ceed and nobody can defeat him. Give it a 
trial. 

A person’s mental attitude is very closely re- 
ijated to what we call suggestion. We can by 
our mental attitude suggest to the prospect that 
we are not expecting our canvass to be re- 
warded with success and the chances are that 
our suggestion will be acted upon “favorably.” 
In other words, we are usually taken for what 
we suggest or rather for what our manner and 
mental attitude suggest. The definition of any 
creed or cult is sure to start a debate, and in 
selling insurance the pure definition of needs 
alone will start a river of objections that will 
be well-nigh impossible to cross; while, on 
the other hand, the mere suggestion of a rem- 
edy for filling certain needs of the prospect 
disarms suspicion, invites experiment and very 
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likely co-operation, which means a sale. A 
definite pointing remark draws a line and 
mzkes a “blue print,’ while our mere sugges- 
tion by attitude simply lays before the mind 
an unfinished chart and naturally the mind of 
your prospect will build a boat and begin to 
explore. And the best salesmanship of which 
I have any knowledge consists merely in lay- 
ing before the mind of your prospect a set of 
facts that will cause him to begin thinking-— 
and thought is the first step toward success. 


Debit men will 
people who actually 
termed a “lazy mind.” That is as far as in- 
surance is concerned. You have often 
this type of people who say they are not inter- 
ested. For that kind, here is something that 
I think you will find worth while: Do not 
try to feed the mind of this type of prospect 
with so many cold facts. That will tend to 
make him more unconcerned. It will really 
anaesthize him and put him to sleep. What 
this kind of prospect needs is a stimulant—a 
mental stimulant. There is no better stimu- 
Jant for this type than the mere suggestion of 
what is possible and probable to him. For in- 
stance, death is a certain possibility and sick- 
ness by no means improbable. This is the 
mystery that will arouse him. And if you 
would sell this kind of prospect, you will find 
it necessary to “tease” his mentality in this 
way. By doing this, you will be able to hold 
his interest to the last line in the last chapter 
of the book, which translated into insurance 
language means that will hold that interest un- 
til you reach “the dotted line,” the goal of all 
debit men. And remember this: If you put 
the whole story in your prefatory remarks, 
your book of enthusiasm and success will be 
‘covered with dust. 

The fact that mental attitude and suggestion 
‘are closely related causes us to conclude that 
suggestion may even be unwisely used. This 
is the only danger. The thought is: Use it 
in the right way. Let your attitude suggest 
nothing but the fact that you think positive 
thoughts and act accordingly. Then you will 
have learned the very first lesson. 

Agents and especially those new in the game, 
should bear in mind that the prospect’s mind 
will be largely affected by his own. I be- 
lieve every agent should be able to cause people 
to appreciate his call. The real agent will. 
The agent who has the right attitude will cause 
his prospects to feel that he has made a per- 
sonal call in their behalf and for their own 
personal interest. There is no doubt about 
this. Let him know that your call has not 
been actuated altogether by a selfish motive, 
but simply to help him serve his insurance 
need. This makes you his friend, and is bound 
to do you a lot of good. Do not attempt to 
be his “adviser” as much as you desire to be 
his “friend.” In other words, let your manner 
and mental attitude be such that he knows you 
are his friend and then you will be asked for 
Then, give it but do not be too free 


occasionally run across 


possess what may be 


seen 


advice. 
with it. 
The effect of manner—-nothing but courtesy. 





Re-Written Business 

“T don’t care if you do lapse it, I can join 
over.” 

That’s hard-boiled stuff. 

When a case gets to that stage, it’s about 
time to lapse it and forget it. The business 
has been ruined through having been re-writ- 
ten. 

The first time a case is re-written, its value 
shrinks about 40 per cent. After a case has 
been re-written a second time it loses 60 per 
cent more, and has no value whatsoever. 

To re-write business is cheating the policy- 
holders, because it’s robbing them of the pre- 
miums already paid, and of the accumulating 
benefits under their policies. It’s cheating the 
company, too, because it causes the company 
to pay special salary on business that never 
should have been issued. It’s not toting fair. 

It is assumed, of course, that the business 
is written in accordance with the company’s 
requirements. The company takes it for 
granted that the application is collected on, 
that the business is written in good faith, and 
that, to the best of the agent’s belief, the busi- 
ness will pay. 

The company expects and knows that a ter- 
tain percentage of new business will lapse, but 
the company also knows that the percentage of 
lapse is small on business that’s carefully se- 
lected and properly written. 

In order to guard against the writing of poor 
quality business, the assistant is charged with 
the responsibility for all bustness issued to his 
agents. All the applications written by his 
staff pass through his hands. It is his busi- 
ness and his duty to know that no undesirable 
business is forwarded to the home office. 

From the agent and assistant, the applica- 
tions pass to the superintendent, upon whom 
the responsibility finally rests for the quality 
of business issued in the district. 

Superintendents and assistants know the 
means whereby they can protect the company 
against paying for business of known poor 
quality. 

On brand new business, an assistant or super- 
intendent may occasionally be deceived, but 
re-written business can easily be detected, and 
its issuance denotes carelessness and lack of 
supervision. 

The re-writing usually follows the lapse so 
closely that the new applications going to the 
home office often meet the lapse register sheets 
going back. 

Be fair with yourself, the people and the 
company! Revive it or leave it alone!—Field 
News. 








The value of this is too well known to need 
further comment than to say: The real courte- 
ous person does not practice courtesy becatse 
it pays, but because it is the best method for 
generating that fine feeling toward others that 
must be expressed in a honest manner. 

And by all means, remember this: You can 
clip coupons from courtesy but you will never 
draw a dividend from what we call discourtesy 
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PRUDENTIAL ITEMS 


Edward F. Cischek on Staff for 
Thirty Years 








T. J. HUEY WINS SUPERIN- 
TENDENCY 





Other Promotions in the Field—Leaders 
in Production 


Agents of the Prudential Insurance Com. 
pany of America in the second Milwaukee dis. 
trict are congratulating Richard F. Cischek, 
agent in that district, on his admission into 
Class F of the Prudential Old Guard. Mr 
Cischek has finished his thirtieth year as , 
Prudential representative and will be presented 
with his Class F certificate by John P. Zim- 
mer, superintendent in the second Milwaukee 
district. 

Other admissions to and advancements in the 
ranks of the Old Guard during the past month 
are: Miss Erma Dettra, assistant cashier, 
Lebanon office, Harrisburg district to Class 
D; Charles Linnemeyer, who has charge of an 
agency in Chicago Number 9 and has com- 
pleted twenty years’ service to Class D; Roy 
G. Trowbidge, agent of Waterloo, Iowa, who 
also was admitted to Class D,; Ausher Block, 
assistant superintendent of the Hartford, Conn, 
district, who has entered Class C; Ward V. 
Sibley, Galesburg agent, who also has rounded 
out fifteen years of service, and Frank Boyden, 
agent in Detroit Number 3, who has a ten- 
year service record to his credit. Those who 
were recently admitted to Class A are: Clar- 
ence E. Cummins, assistant superintendent of 
Detroit Number 5; Otto W. Goodman, Escan- 
aba agent; Arthur Rattie, Racine agent, and 
Elmer J. Rumley, Flint agent. : 

There were more than a few promotions 
made in the Prudential ranks during the past 
month. Thomas J. Huey, assistant superin- 
tendent of the Birmingham, Ala., field, won the 
post of superintendent in the Nashville, Tenn., 
territory. Mr. Huey has worked in that terri- 
tory both as agent and assistant since 1921. 
Eroy Corley, Birmingham agent, has been pro- 
moted to the superintendency at Nashville. 
Among others the following have been ad- 
vanced to assistancies: Upton H. Tarbert, 
Jr., agent of Milwaukee Number 1, being made 
an assistant in the same district; Otto F. Hall, 
agent of Wichita, Kan., to assistant there; 
Edward J. Morrissey to assistant superintend- 
ent of Altoona Number 2, Gallitzen office; 
Horace L. Dunkeson, Kansas City Number 3 
agent; Earl S. Wyckoff, Kansas City agent, 
and Everett L. Ray, Tulsa, Oklahoma, agent, 
to assistancies in their respective districts. 
Among those agents who have been active 
in the production of business are: Franklin 
W. Buck, Detroit Number 1; James E. Jones, 
Jr., Kansas City Number 3 agent; Harold L. 
Kreyling, St. Louis Number 2 agent; Maurice 
F, Rigney, Kansas City Number 2 agent, and 
Thomas G. Roberts, assistant in the Patton 
office, Altoona Number 2 district. 
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Fundamental Needs 


THE SPECTATOR 


Are Served by Life 


Insurance 


_By C. E. Waite, Reliance Life Insurance Company 


Life insurance is the only method ever 

devised for creating an estate instantly. There 

js no substitute for it. It is the only means 

ever devised for fulfilling the fundamental 

needs of a man or woman with a family 
dependent on him or her for support. 

When we think of a man protecting his 
family we usually think first of all of pro- 
tection for his wife. In event of death, just 
what are the things for which his wife will 
need money ? 

First—She will need money to pay doctor 
bills, funeral expenses and any other bills that 
may have accumulated. It is absolutely neces- 
sary because these bills must be paid whether 
there is any money left for the support of the 
family or not. This usually requires a policy 
of $1000 or $2000, sometimes more. 
Second.—Money is needed to pay any mort- 
gages or debts. It is the next most important 
policy because it is a well-known fact that 
when a man dies leaving a mortgage or large 
debts, his family is usually compelled to dis- 
pose of property at an early date to obtain 
money to liquidate his obligations. Further- 
more, if a man has debts outstanding he wishes 
to have these debts paid off at his death if he 
is not able to pay them during his lifetime, for 
I think that almost every man feels, “That a 
good name is rather to be chosen than great 
riches.” 

Money is needed to bridge over the years un- 
til the children are self-supporting. It is the 
next most important need for life insurance. It 
is little short of criminal for a man to bring 
children into the world and then not provide 
for them a decent living and a good common 
school education. Certainly, it is the duty of 

the father and mother to provide food and 
shelter for the children until they are old 
enough to provide for themselves. Ignorance, 
poverty and crime usually go hand in hand. 

After providing a sufficient income or sum 
of money to bring the children to maturity, 
the next most important provision is a life in- 
come for a man’s wife. Nearly every man 
wishes to support his wife not only as long 
as he lives, but also as long as she lives. The 
only way a man can make absolutely sure that 
this will happen to his wife is by buying a life 
income policy which provides for her the neces- 
sities of life as long as she lives. The hun- 
dreds of old women in old ladies’ homes and 
poor houses hear testimony to the lack of this 
kind of insurance. Almost any man can buy 
a life insurance policy for $25 a month for 
his wife. This would at least keep nine-tenths 
of them from being dependent, for it is truly 
remarkable how little an elderly woman needs 
to get along. 

The first and most important need we think 
of for a man’s children outside of their food, 
clothing and shelter is for their education. 


daughter or son lives. 


honest, upright 


Most leave their much 


money and, if they could, most of them would 


men cannot sons 
jose it in a few years, but if they leave a col- 
lege education they are leaving something that 
will probably make their sons more usetul citi 
zens to their country, State and community as 
After all, an educated son is the best 
life insurance policy a man can leave his wife. 

The second most important provision for a 
man’s children is probably a life income for 
his daughters. We never can tell what the 
future has in store for our daughter. Maybe 
she will marry happily and still bad luck may 


well. 
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overtake her, her husband and her family. It 
is, therefore, a splendid thing for a man to 
provide a small income for life for his 
daughter. 

The third most important provision for a 
man’s children is probably a policy to provide 
a lump sum for his son to start in business. 
Many a man never gets started into business 
for himself because the accumulation of a few 
thousand dollars is usually a pretty slow pro- 
cess and owing to the pressure of family ex- 
penses, doctor bills, etc., he never gets quite 


enough to go into business for himself, or when 


he does, it is too late in life and he is in a 


rut or has settled down to a steady grind and 
hasn’t enough nerve to make the plunge. 


The fourth provision is probably purely a 


sentimental one, to provide gifts for special 
days, such as Christmas and birthdays. 
is probably nothing more filled with sentiment 
or likely to make the influence of the father 


There 


felt throughout the life of his daughter or son 


than a policy which will pay a sum of money 
on each Christmas or birthday as long as his 


This cannot help but 


be a powerful incentive to his children to five 


lives and push ahead with 


29 


copy. 
tributor to this study, which has to do with 
the sources of the principal types of vital statis- 
tics and with the treatment of such statistics 
in the formation of mortality tables, etc. The 
book contains 144 pages. 
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greater ambition and determination to make the 
most of life’s opportunities. 

From the standpoint of a man’s family, the 
worst thing that could happen is for the head 
of the family to become totally and perma- 
nently disabled, because he is then a liability 


rather than an asset. He is bringing nothing 
in and it costs money to keep him. He usually 
lives two or three years, just about long 
enough to spend all his savings, drop his life 
insurance for lack of money to pay premiums, 
cash it in to help support himself and family, 
contract a bunch of debts and doctor bills and 
then die, leaving his family to make the best 
of it. 

Banks have learned that the man who takes 
the best insurance protection is the best credit 
risk. The hopeful sign of the times is the 
tremendous increase in life insurance under- 
writing, which is indicative of the growth of 
the feeling in a man that he should not only 
keep his house in order while alive, but should 
enable his family to keep his house in order 
after he is gone. The constant advertising 
being done by the trust companies along the 
line of urging the purchase of life insurance, 
is an attributed part of the growth of life in- 
surance to this propaganda. 


The Policy and Its Provisions 


Dr. Willis Hatfield Hazard, head of the de- 
partment of publications of the New England 
Mutual Life Insurance Company, Boston, has 
issued a booklet which delves into the policy 
contract of the company in a lucid and original 
style. The publication is put forth for the 
sole purpose of helping the agent do his wark 
in the best possible way. According to Dr. 
Hazard this signifies three things: 

Giving the public uniformly correct ex- 


planations of the provisions of the policy; 
Securing for themselves some real grasp of 


the reasons for those provisions ; 


Mastering details so thoroughly that the 


agency work may be carried through with rap- 
idity, confidence and ease—in a word, with effi- 
ciency, which means economy of effort. 


Taking a specific policy case for an illus- 


tration, Mr. Hazard systematically explains in 
simple language what the policy will do, pro- 
vision by provision, page by page. 
of the New England Mutual who reads the 
article with ordinary concentration is bound to 
understand his company’s policy thoroughly 
and to be able to explain it clearly and with 
advantage to his prospects. 


Any agent 


Population Statistics and Their 
Compilation 
Actuarial Study No. 3, entitled Population 


Statistics and Their Compilation, which has 
long been in course of preparation, has just 
been published and may be obtained from The 
Spectator Company, selling agents, at $3 per 


Hugh H. Wolfenden is the chief con- 
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NEW (FOURTH) EDITION 


Inheritance Taxation 


Completely Revised and Rearranged 


A Talking Proposition 
for Life Insurance 


The fourth edition of Gleason & Otis on Inheritance Taxation 
has just been published, treating of the Inheritance Tax Laws, 
State and Federal, and also of the Federal Gift Tax. 


PLAN OF THE FOURTH EDITION 


In the new edition, the whole scheme of the book 
has been altered, and the fourth edition is divided 
into four distinct parts, as follows: 


I. The Federal statute, with digest of decisions, pro- 
cedure, rules and regulations, and forms. 

II. A general treatise, subdivided into 24 chapters, 
which undertakes to classify and analyze the law 
of the entire subject, with citations from every 
state and a theoretical discussion of the many and 
intricate problems involved. 

III. The New York statute, forms, rules and regula- 
tions, and procedure, rendered necessary by the 
fact that the New York decisions equal in number 
all other jurisdictions combined. 

IV. The statutes of all the other states, alphabetically 
arranged. 


Chapter VIII of the general treatise deals with the subject of 
life insurance, concerning which it says, in part: ‘‘Life insurance 
has become important in inheritance taxation from a peculiar 
angle. Its non-taxability as a contract taking effect at death 
when payable to a beneficiary and not to the estate is reviewed 
at length.” 


Life Insurance and Inheritance Taxation 


Insurance to cover the inheritance tax provides a means for 
paying the tax due on any estate without sacrificing any part of 
the estate by a forced sale in an unfavorable market. To that 
extent insurance of the inheritance tax assists the Government 
and State authorities in collecting the tax due promptly. 

Therefore Life Insurance and Inheritance Taxation is prov- 
ing a very vital question with Insurance Agents, and this new 
edition of Gleason & Otis on Inheritance Taxation ought to 
have a large sale in the insurance field. 

Life insurance is treated in this new volume under the follow- 
ing subtitles: Not Generally Taxable; The Federal Statute; 
Rulings by the State Courts; Nature of the Contract; No Title 
to Fund in Assured; The Insurance Company Pays the Taxes; 
Proceeds Taxable as Inheritance when Payable to Estate; 
Where Payable to Beneficiary not Taxable; Construction of 
Policies; Statutory Provisions. 

Every estate of over $50,000 must pay a Federal tax and 
every estate must pay a tax in the State of domicile, in almost 
every State. 

whanges Since Previous Edition 


38 States and the Federal Government have changed their 
laws since the last previous edition was issued. 

There was quite a wide sale of earlier editions of this book 
among insurance men. 

The new edition is a modern, conipicce and exhaustive 


treatise on the problems arising from graded inheritance tax- 

ation rates, non-resident estates and conflicting jurisdictions. 

One Volume, over 1500 pages, bound in Buckram 
«itu Price per copy, $15.00 
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Getting Your Policies Paid For 


The advantage of selling life insurance con- 
sists of getting paid for it. This is a plati- 
tude, but it would seem that some agents do 
not recognize the truth contained in it. 

One writes $100,000; another $200,000. The 
ledger account of the former shows 100 per 
cent P. F. (paid for), and that of the latter 
so per cent N. T. (not taken). They report 
the same amount of net business and earn the 
same amount of commission, but there is the 
greatest difference in their performances. One 
has secured the result with the utmost degree 
of economy; the other only by a great waste 
of his time and that of office employees, not 
to mention expense of medical examinations, 
inspections and unnecessary issues. Moreover, 

it is highly probable that the business of the 

former will renew in much greater ratio to 
production than will that of the latter. 

Getting an application is not selling a pol- 
icy. It is simply taking an order for one. 
There is no great trick in that. Getting the 
settlement is where salesmanship comes in. 
When you fail to deliver a contract which has 
been issued to you, you have been fooling or 
you have been fooled. Don’t let it happen 
often enough to be noticeable. It doesn’t look 
well in a record. 

The books of all companies show a great 
wastage in the business of some agents, due 
to poor settlements. After a policy has been 
put in force, it happens not infrequently that 
more work is required to collect the premium 
than was needed to get the application. 

There are three favorable occasions for 
securing a satisfactory settlement: 

1. When the application is written; 

2. When the examination is made; 

3. When the policy is delivered. 

After that the difficulty increases in direct 
ratio to the lapse of time. 

Our effort should be directed to obtain: (1) 
Full annual premium in cash; (2) semi-annual 
premium in cash; (3) quarterly in cash; (4) 
as much cash as possible and short-time notes 
in series; (5) never less than the amount of 
the medical examination fee. 

If your prospect is “poor pay” you had bet- 
ter find it out at the time of writing him than 
later. The surest way of testing him is to re- 
quire some cash with the application, and the 
payment of a reasonable proportion within 
thirty days of the date of the policy. 

If your man is not going to meet his notes, 
the sooner you know it the better. Don’t 
take a chance of being charged with the net 
which must be settled in sixty days. If the 
Payment of the premium must be extended be- 
yond that time, take a series of notes and 
make the first fall due at as early a date as 
possible—not later than thirty days. If you 
take a sixty-day, or longer, note for the first 
Payment, it should be discountable. 

It may be necessary to explain why you ask 
for a settlement with the application. 
reply to the enquiry should be somewhat as 
follows: 


Your 


“Tf I receive your premium now, Mr. Blank, 
insurance into full force and 
from the moment your application is 
accepted. Between that date and the issuance 
of the policy several days will elapse. Even 
after I receive it there may be considerable 
delay in its delivery, owing to your absence 
from the city, perhaps, or to your being too 
Now, suppose that 
That is not very 


your will go 


effect 


busy to see me at once. 
vou die in the meanwhile. 
likely, I'll admit, but it is less improbable that 
you may become ill. In any case, if the com- 
pany has received your premium, the insurance 
is just as effective as though the policy lay 
in your safe. 

“On the other hand, if you defer payment, 
your insurance cannot hecome operative until 
the delivery of the policy to you in good health. 
However, the premium is charged from the 
date of issue and it would seem to be good 
business to have the benefit of all you are pay- 
ing for.” 

Tf you will remember that it is to the ap- 
plicant’s interest to give you a check with the 
application, and if you will habituate yourself 
to the idea that it is the correct and ordinary 
thing for him to do, you will ask for it in 
an expectant and matter-of-fact manner which 
may be depended upon to gain his assent almost 
invariably. 


RENEWALS 

“Written business” is of itself valueless. It 
may have no other outcome than loss to agent, 
applicant and company. The company, indeed, 
cannot derive any gain from it until at least 
{wo premiums have been paid. 

The continuance of insurance is to the ad- 
vantage of all parties concerned, whilst lapse 
entails equally extensive waste. Fven though 
the agent may have no renewal interest, he 
loses a client whose good will and influence 
might have been a valuable asset. 

There is nothing in the nature of our busi- 
ness to preclude the renewal of it all, except 
in cases of death. Many agents do in fact 
secure a persistency approximating 100 per 
cent year after year. Examination of the busi- 
ness and methods of such agents reveals the 
presence of two important conditions in every 
instance. Their settlements are mainly for 
cash on the annua! premium basis. They make 
a practice of seeing policyholders frequently. 
As a certain of the later habit 
they get a considerable proportion of their 


consequence 


business from clients and with the aid of them. 
The stability of our business must depend 
The 


agent who, sinking consideration of self-inter- 


upon capable and conscientious service. 


est, advances the proposition best adapted to 
the needs of the prospect and the protection of 
his beneficiary, is working in the surest way 
for his own advantage and the welfare of his 
company. Policies placed by such methods re- 
main in force simply because the holders can- 
not better themselves by change. 

3ut efficient service demands more than the 


31 


It involves the 
conveyance to the purchaser, with the contravt, 


selection of a suitable policy. 


of a thorough understanding of it. It involves 
constant and diligent oversight of the interests 
of the policyholder, his beneficiary, the agent 
and the company. The performance of these 
obligations must tend to the ultimate profit of 
the agent. 


Say No More Tuan Is NECESSARY 


In a canvass not a word more should be 
said than is necessary to secure the applica- 
tion. The time for making a detailed exposi- 
tion of the policy is after it has been delivered 
and paid for. In case the client can not give 
the necessary attention to the matter on the 
occasion of accepting the contract, the impor- 
tance of it should be impressed upon him and 
an early appointment made for the purpose. 

The agent who, having obtained a settlement, 
displays no further interest in the case, is act- 
uated by a selfish motive which can not fail 
of detection. It is equally certain that the new 
policyholder will appreciate the pains taken by 
an efficient and conscientious agent to place a 
He will also appreciate the 
interest, 


policy properly. 
occasional calls, indicating continued 
and he is very apt to show his appreciation by 
influencing business to such an agent. By prac- 
ticing this method for a few years a solicitor 
may himself in the 
enviable position of some life insurance broker 
and adviser to a numerous clientele. 


succeed in establishing 


Tue TIME TO STRIKE 

As a rule a man is most susceptible to the 
appeal of life insurance when he has just taken 
out a policy. His mind has lately been seri- 
ously directed to the matter. It is freshly 
alive to the arguments for protection and in- 
vestment. He has the satisfaction of know- 
ing that he can get insurance and feels the 
pleasure of possession in all its novelty. This 
accounts for the fact that many a man is writ- 
ten for insurance shortly after having had a 
policy delivered to him. That the contracts are 
frequently in different companies is due to fail- 
ure on the part of the agent who had the first 
opportunity to make the most of it. An ex- 
planation of the contract, bringing out new 
points, will increase the applicant’s satisfac- 
tion with the transaction. 


One policyholder, whom an agent had not 
seen in a year, was approached by a poacher 
with a proposition to drop his blank mutual 
policy of $5000 and take $10,000 with the com- 
misrepresented by the enterprising 
twister. In the course of the discussion the 
policyholder referred to his policy and was 
confronted by the letter, which made a personal 
appeal to his good judgment and sense of fair 


pany 


play. He came to see the writer of that let- 
ter and made application for an additional 
$5000. 


[The above was extracted from the book, 
“Practical Pointers,” by Forbes Lindsay, pub- 
lished by The Spectator Company. It is our 
excellent manual for life. insurance agents. } 
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i they are deposited 
in your local bank 
and invested in the ter- 
ritory the company 
you represent derives 
its business from, you 
have an opportunity to 
get that money again. 


If the premiums are 
sent away they leave 
your territory forever. 
Why not make a connection 


that invests those premiums 
in your territory? 
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NEW 1925 EDITION JUST OUT 


Inheritance Tax Computations 


Simplified For Life 
Insurance Underwriters 


A Valuable Work On Inheritance Taxation 


RIGHT UP TO DATE 
JUST OFF THE PRESS 
A concise tabulation of the essential facts of laws 
relating to inheritance taxation. Invaluable for the 
use of Life insurance underwriters and others re- 
quiring accurate, easy-to-find information for quickly 
computing inheritance taxes. 


Complete to the end of the 1925 Legislative season. 


CONTAINS: 
Exact computation of tax for each State. 


Property Taxable, by States, for both resident and 
non resident decedents. 


Simple tables of beneficiaries, rates and exemptions. 


Taxation of life insurance proceeds; Federal income 
tax; tables and rulings; Etc., Etc. 


ORDER NOW! 





Price, in pocket size, $2.00 
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1923-1925 SUPPLEMENT 


THE INSURANCE LAW of NEW YORK 


By AMASA J. PARKER, Jr. 
of Albany, N. Y. 


This book contains the amendments made by 66 
laws enacted in 1923, 1924 and 1925 to 112 sections, or 
over one-quarter of the total number of sections of the 
Insurance Law. It brings up to date the law as con- 
tained in PARKER’S NEW YORK INSURANCE 
LAW, 1922 Edition. New matter is set in italics, and 
matter omitted is enclosed in brackets, so that the 
possessor of the 1922 edition can readily ascertain 
exactly what changes have been made in 1923, 1924 
and 1925. Following each section are copious notes 
explaining the purpose of the amendments. ‘There 
are also citations to the opinions of the courts of the 
State and reports of the Attorney-General construing 
the sections. 


Price, cloth binding, $3.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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METROPOLITAN NOTES 





New Districts and Appointments in 
Canadian Territory 





OTHER CHANGES RECORDED 





Miami, Florida, Leads in Ordinary Produc- 
tion While Milburn, New York, Has 
Greatest Industrial Increase 


For the past two months or more the Metro- 
politan Life Insurance Company has made few 
changes among its managers. No new districts 
have been created except in Canada, where re- 
cently two were made, both of them previ- 
ously detached sections. On October 5, Tim- 
mins, a detached section of the North Bay, 
Ontario district, was created a district and 
given in charge of W. H. Saitta, formerly 
assistant manager in Ottawa, as manager. The 
district of Trois Rivieres, Quebec, had two de- 
tached sections, Shawinigan Falls and Grand 
Mere, and by the end of November these will 
be combined into the district of Shawinigan 
Falls. George Paris, assistant manager in 
Montreal, will be the manager of the new dis- 
trict. 

In the Metropolitan territory the only change 
of note was the promotion of C., P. Craven 
from assistant manager in the Jamaica, New 
York district, to manager of the Irvington, 
New Jersey district, to succeed G. M. Rucker, 
who had previously resigned. The Southern 
territory had three changes, two promotions 
and one transfer. Y. I. Metz, manager of 
Shreveport, La., resigned, and his place was 
filled by W. B. Cone, formerly assistant man- 
ager of Pontchartrain, La.; G. L. Clendenin, 
manager of Wilmington, N. C., resigned, and 
the vacancy there was filled by J. Marvin 
Feagle, formerly assistant manager of Valdo- 
sta, Ga., a detached section of Albany, Ga.; B. 
J. Williams, manager of Patapsco, Md,, re- 
A. Phillips, 


Francisco, 


signed, and was succeeded by L. 
transferred from Portola, San 
Calif. 

Middletown, N. Y., in the New York State 
territory, lost its manager, John A. Murray, 
and the vacanev was filled by the promotion of 
G. B. Allen 
Canadian territory. 
the Sedalia, Mo., 
territory, resigned, and was succeeded by H. 
H. Cecil, transferred from Joplin, Mo. The 
vacancy thus left in Joplin has not as vet been 
filled. 

The ten leading districts in the country at 
large, including the Pacific Coast territory and 


Canada, in average net gain, ordinary business, 


from a field supervisor of the 
J. C. Cook, manager of 


district, in the Southwestern 


per man, per month, for the year to and in 
cluding the week of October 12 were as fol 
lows : 

Miami, Fla., S. W. Durrance, manager > On! 
Park, TI, Gabriel Dunkleman, manager: Tohet, 
Ill, BD. Morton, manager: Fulton, Y. Y., 
John Bedrick, manager; Tampa, Fla., J. P. La 
Nasa, manager: Jersey City, N. J., Jacob 
Rockaway, N. Y., N. I. 


“ross, manager: Stuyvesant Heights, N. Y., 


Miller, manager: 





agent. 
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Grossman, manager; Scranton, Pa., Joseph 
H, C. Stieglitz, manager; Bridgeport, Conn., 
C. H. Nutting, manager. 

In the industrial department the ten leading 
districts in the country at large, including the 
Pacific Coast territory and Canada, in average 
increase per week, per agent, for the year to 
and including the week of October 26 were: 
Milburn, N. Y., Philip Gilberg, manager; 
Gordon Park, Ohio, M. J. Reigert, manager; 
Lake Shore, Canada, Philip Hochstadt, man- 
ager; Nyack, N. Y., John Van den Bout, man- 
ager; Cleveland, Ohio, FE. F. Satalia, manager; 
Port Morris, N. Y., Jacob Varon, manager; 
Scranton, Pa., Joseph Gross, manager; Clin- 
ton, Mass., J. E O’Connor, manager; Imperial 
Valley, Calif., Guy Beynon, manager; Pitts- 
burgh, Pa., John Edgecomb, manager. 

For the year to and including the week of 
October 19, in the ordinary department, in 
paid-for business, the ten leading agents and 
agents unattached were: B. J. Robin, agent, 
Rockaway, N. Y.; W. J Doherty, agent unat- 
tached, Oak Park, Ill.; J. F. Carroll, agent, 
Wakefield, Mass.: D. G. Noctow, agent, South 
Boston, Mass.; Morris Haliczer, agent, Tampa, 
Fla.; A. C. Logothotis, agent unattached, Rock- 
away, N. Y.; New 
Haven, Conn; J. W. Reilly, agent, Riverside, 
Calif.; A. J. Du Buc, agent unattached, Woon- 
socket, R. I.; Joseph Moskowitz, agent, Mt. 
Royal, Md. 

In industrial gross increase for the year to 
and including the week of November 2, in the 
country at large, the ten leading agents were: 
Samuel Ballin, agent, Newark, N. J.; Charles 
Silver, Allegheny, Pa.; John Conte, 
agent, Stamford, Conn.; W. G. Hamm, agent, 
Schenectady, N. Y.; F. H. Potvin, agent, Man- 
chester, N. H.; J. G. Flliott, agent, Montreal, 
Can.; Albert Glassman, agent, Newark, N. J.: 
E. & 
Newman, agent, Cleveland, Ohio; S. G. Rosen- 
thal, Park, Ohio. 


Tsadore Spector, agent, 


agent, 


Bessman, agent, Gratiot, Mich.; David 


agent, Edgewater 
Richmond Life Men Arrange for 
: Newspaper Articles 
Ricumonp, Va., November 16.—The series 
of articles on life insurance, written by Dr. 
Griffin M. 
the New York Evening Post, will appear three 


Lovelace, and syndicated through 
times a week in the Richmond News-Leader, 
an afternoon paper. Once a week, twenty lead- 
ing general agents will carry advertisements on 
Robert PB. 
Life 


Underwriters Association, arranged the adver- 


the page with the Lovelace article. 
Augustine, president of the Richmond 
tising contract between the News-Leader and 
the general agents. 

Association expects to run 
News-Leader 


in which the names of 


The Richmond 
display advertisement in the 
once or twice a year, 
the members will appear 
A Legacy for You 

The above is the name of an excellent leaf 
let that has strong selling pointers for the 
Write to-day for sample copy to Tue 
New York. 
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JOHN HANCOCK EVENTS 





Merit Class Members May Secure 
Special Cards 





NUMBER OF PROMOTIONS 





Leaders in Close Races for Various Honors 
—Many Ties 

Thomas J. O’Brien, Brooklyn III, has qual- 
ified for Class B of thé Merit Classes, having 
paid for $150,000. 

By a new arrangement, agents who qualify 
for the Merit Class may hereafter secure busi- 
ness cards upon which will appear a reproduc- 
tion of the merit emblem and the words “Mem- 
ber, Merit Class.” 

Antonia Masciale, Brooklyn I; Maurice K. 
McKenney, Chicago I, and John F. Schock, 
Minneapolis, have qualified for Class C, $100,- 
000 paid-for business. 

Those who have recently qualified for Class 
D, the $50,000 paid for group, are: Jacob 
Albert, Waterbury; Edward R. Hines, Daven- 
port; Harry Austria, Detroit I; Julius J. 
Aronson, Brooklyn TIT; Louis Grauer, Brook- 
Ivn IIIT; Carl A. Klein, Bridgeport; William 
V. Wallace, Chicago III; Robert I. Shackel- 
fard, St. Louis II; Michael ). Herzog, Hemp- 
stead; Joseph Black, Chicago III; Harry Uttal, 
Albany; George W. Miller, New York YI; 
Martin J. Malden, and Benjamin F, 
Hayward, Malden. 

A list of 200 leading agents on weekly pre- 
mium months ending 
October 28 contains several double and triple 
ties. The first five leaders are: F. B. Quincy, 
Malden; H. Mangeli, Providence; H. John- 
son, Cambridge; D. F. Clifford, Cambridge, 
and P. Schwartzback, New York II. 

Ties on the list of the leaders on gross ordi- 
nary for a similar period are even more nume- 
many as eight 
agents are running neck and neck. The five 
leaders are: W. Phillips, Boston; T. O’Brien, 
Brooklyn TIT; J. Harrington, Pittsburgh II; 
M. Donenfeld, Brooklyn IIT, and W. O’Brien, 
Philadelphia IV. 

The list of seventy-five leaders on average 


Keane, 


increase for the ten 


rous and in some cases as 


per man, gross weekly premium increase for 
the assistant superintendents is the only list 
which does not contain the names of several 
The leading five 
assistants in this classaficiation are: R. Hot- 
ham, Portland; J. W. Ramsey, Flint; FE. N. 
Shute, Salem; A. J. Cawley, Fline, and J. 
Lombard, Erie. 


who are tied for their place. 


The first five leaders in the list of those lead- 
ing among the superintendents on average per 
man, gross ordinary issues, are: W. Ferris, 
Pittsburgh II; M. Mitchell, New York I; I. 
Weil, New York; S. Besen, Brook'yn I, and 
A. G. Perry, 

Agent Frank F. 
brates his thirty-fifth continuous year with the 


3oston. 
Lindsay, Brooklyn I, cele- 
John Hancock this month. 

Those celebrating their thirtieth anniversary 
this month are William M. Bodey, agent, New 
York III; Patrick J. Donnelly, superimtendent, 





St. Louis I, and William J Koonmen, agent, 


Troy. 

Those celebrating their twentieth anniver- 
sary with the company this November are: 
George H. Haynes, agent, Boston; Sol Chap- 
sky, agent, Chicago II; Thomas M. Moran, 
superintendent, North Adams; Robert P. Camp- 
bell, agent, New York III; Jonas Tinberg, 
agent, Brooklyn 11; Arthur Surprenant, assist- 
ant, New Bedford; James W. Fraser, agent, 
Lowell; Samuel ‘Il'raum, assistant, Hoboken, 
and Marion W. Reed, clerk, New York III. 

The following agents have been promoted to 
assistant superintendents in the districts of 
their service: John N. Spurr, Detroit III: 
Abraham Zwerlin, Detroit IT; Max Haber, 
Chicago I; Joseph V. Gouza, Pittsburgh IIT: 
Edward Davidow, Hempstead; John J. Salang- 
er, Syracuse; William H. Thompson, Detroit 
I; Antonio J. DeMello, New Bedford: Ray- 
mond FE. Danielson, South Bend; Norbert C. 
Murphy, Cleveland I, and Philip Salva, Flint. 

The assistant superintendents at the new De- 
troit IV agency are: Peter J. Murray, pro- 
moted from Brockton: Michael Sawicki, pro- 
moted from Schenectady; Jay H. Tyrrell, pro- 
moted from South Norwalk, and Herbert Cor- 
burn, transferred from Detroit I. 

At Detroit V the assistancy staff is com- 
posed of Howard Venie, promoted from Buf- 
falo; Edward C. Seils, promoted from Roches- 
ter; William H. Heal, transferred from De- 
troit III, and John P. Pratt, transferred from 
Cambridge. 
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Joseph K. Loenard of Worcester has been The existent rulings and regulations jn each 
promoted to assistant superintendent at the State are treated separately and the disposi. 
Danielson detached office of the Webster tions include the classification of beneficiaries - 
agency. exemptions in every class; and rates of taxa. 

James M. Finegan of Providence has been tion applied. Examples are given showing how 
promoted to take charge of the Middleboro the tax is calculated in the various States and 
detached office of the Taunton agency. there is a section of the hook devoted to con. 

Carl W. Frederickson, assistant superintend- sideration of the Federal Income Tax on jp. 
ent at South Bend, has been transferred to the dividuals, together with such constructions as 
St. Paul agency. apply to insurance premiums and insurance on 

Roy W. H. English, a comparatively new- ceeds. All amendments to inheritance tax ays 
comer, having started in as agent with the enacted during the 1025 sessions of the States’ 
South Bend agency, has been promoted to legislatures have been taken into account and 
assistant superintendent in charge of the new among the topics discussed are: Classes of 
Elkhart detached office of that agency. Taxes; Residence vs. Non-Residence; Life Ip. 

Harold J. Cutting, assistant superintendent surance—Taxability: Real Property—Taxahjl- 
at South Bend, has been placed in charge of ity; Exemptions; Deductions; Form of Pro. 


the new LaPorte detached office of that agency. cedure; Classes of Taxable Transfers; Taxable 

<a Transfers Arranged by States; Property of 

Inheritance Tax Computaticens Resident Decedent Taxable in Various States: 

A new and completely-revised edition of that and, Property of Non-Resident Decedent Tax- 
valuable publication, entitled “Inheritance Tax able in Various States. 

Computations,” has just been published, and The book, “Inheritance Tax Computations” 


supplies accurate and up-to-date information contains seventy-eight pages, is of a size con- 
regard the inheritance tax laws of the several venient to the pocket, and embraces a vast 


States, as well as a Federal income tax table. amount of condensed information of. service 
The book is corrected to the end of the 1925 to life insurance agents. Those agents who 
legislative session and figures and facts essen- are endeavoring to care for their clients’ needs 


tia! to the proper determination of the amount hy protecting estates from depletion through 
of inheritance taxes in any locality are fully the operation of inheritance taxes will find the 
set forth. The data given have been arranged volume especially useful. “Inheritance Tax 
in compact and concise form so as to permit Computations” is bound in flexible cloth and 
of ready reference and thus make it easy for should be obtained from The Spectator Com- 
the reader to locate desired material. pany, selling agents, at $2 per copy. 














LIFE INSURANC 


“CLAIMS PAID ON 


Paid to policyholders over $ 


and representatives. 


: Life Underwriting as a Career—By Edward A. Woods, President Edward 
A. Woods Co., General Agents, Equitable Life Assur. Society; Ex-Presi- 
dent National Association of Life Underwriters. $2.35 


ASSETS - = = $1,500,000.00 Price $4.25 Delivered. 


The high rade of servi i : 
ghest & a sereee te policyholders which goes into its topic Federal and by each state, in great detail and 


HARPER’S LIFE INSURANCE LIBRARY 





Analyzing Life Situations for Insurance Needs—By Griffin M. Love 
lace, Director, Life Insurance Training Course, New York University. 
Price, $2.40 Delivered. 
r] 
The Psychology of Selling Life Insurance—By Dr. E. K. Strong, Jr., 
Schooi of Life Insurance Salesmanship, Carnegie Institute of Technology. 


Selling Life Insurance—By Dr. John A. Stevenson, Second Vice-President, 
Equitable Life Assurance Society; Formerly Director School of Life 


SIGHT” Insurance Salesmanship. Price, $3.75 Delivered. 
Meeting Objections—By Dr. John A. Stevenson. Price, $1.60 Delivered. 
The House of Protection—By Griffin M. Lovelace. Price, $1.60 De- 
1,050,000.00 lc y 


Inheritance Taxation—By L. G. Gilbert, Edited by John A. Stevenson 
and Griffin M. Lovelace—Inheritance Taxation is a book of 330 pages 


points out the value of life insurance asa method of solving inheritance 
tax problems. Price $5.00. 


IN PREPARATION 





IT IS THE LAST WO 





SERVICE SEND For 


Life Insurance Principles and Policies. 
RD IN Functions of Life Insurance—By Griffin M. Lovelace. 
Inheritance Tax—By Franklin W. Ganse. 











CONSTRUCTIVE SALESMANSHIP 





every week by request without 


Home Offices: 


CHICAGO 


T. F. Barry, Pose Barry Dietz, “Keen as the edge of a sharp knife. It goes straight to 
Founder President the heart of things and places before the salesman the very 

life principle of his business. One would like to pty vag 

F from this most fascinating book, but the best way for the 

niacelnggoreie ag aaigindlananagdssanatele iain reader is to buy the book. He will read it as if it were a 


431 S. Dearborn St. Phone Harrison 1998 THE SPECTATOR COMPANY 


By Dr. John A. Stevenson 


ieee ‘best seller’ as it may well become.’’—Insurance. 
PRICE $3.00 
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